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A GOLDEN OPPORTUNITY. 


CAVE-IN INSURANCE 


Peoples Anthracite Now Forming at 
Scranton, Pa., Capital and Surplus 
to be $2,000,000. 


Great is the American promotor. Tae 
underwriting field has been an unusual- 
ly attractive one for his endeavors dur- 
five years, and if 
those 


ing the past four or 
the capitalists of the country or 
anxious to become such, have failed to 
invest in insurance stocks it has not 
been through negligence on the part of 
the aggressive and persuasive promoter. 
Among other opportunities recently pre- 
sented for investigation is the Peoples 
Anthracite Insurance Company, now 
forming at Scranton, Pa. The citizens 
of that thriving community are advised 
by promotor John E. McColgan to 

“Get Wise, you need a Cave-in Insur- 
ance Company, furnish the capital your- 
self and participate in the dividends. 
This company will be formed for the 
purpose of protecting your property 
from loss and damages resulting from 
fire and mine caves. You will name the 
directors, select the location of the 
home office, decide upon your depository 
and fix the capital stock.” 

Capital to be $1,000,000. 

The form of coupon submitted reads: 

“We, the undersigned, property own- 
ers and residents of the Anthracite Coal 
Region, do hereby agree to subscribe to 
one share stock, and to sign an applica- 
tion therefor, price to be Twenty Dollars 
($20.00), Ten Dollars ($10.00) to capital 
and Ten Dollars ($10.00) to surplus in 
the Anthracite Insurance Company to 
be formed for the protection of property 
from loss and damage resulting from 
fire and mine caves, providing a finan- 
cial institution of standing agree to re- 
ceive the deposits for stock sold and to 
hold all moneys procured from the sale 
of stock, subject to the final organiza- 
tion of the Company or in the event of 
failure to organize to return all moneys 
to the subscribers of stock with 3 per 
cent. interest added, less organization 
expenses. 

“The following is the basis on which 
we will proceed: 

“Capital One Million Dollars ($1,000,- 
000), Surplus One Million Dollars ($1,- 
000,000), divided into 100,000 shares, Ten 
Dollars ($10.00) to be capital and Ten 
Dollars ($10.00) to surplus. Fifty Cents 
(50c) to be paid on each share at the 
time of subscription, One Dollar ($1.00) 
on each share within ten days, and the 
balance to be paid at the rate of One 
Dollar ($1.00) per share per month. 

“To limit organization expenses to 10 
per cent., appeal to all the people irre- 
spective of occupation, religion or na- 
tionality to purchase stock, stockhold- 
ers to have equal rights, to elect the di- 


(Continued on page’ 11.) 
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Elbridge G. Snow, President 
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: CASH CAPITAL. $3,000,000. 
Assets, January Ist, 1909 
Liabilities (including capital) 
Reserve as a Conflagration surplus 
Net Surplus over all liabilities and reserves 
SURPLUS AS REGARDS POLICYHOLDERS, $13,682,821. 
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Chicago conflagration, October, 1871: We paid our 
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LIFE AGENTS CONVENTION 


IN SESSION AT LOUISVILLE. 
President Edwards Discusses Field Con- 
ditions—Compensation Greater Than 
Ever—W. C. Johnson’s Address 
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gomery associations, and the withdraw- 
al of the Iowa association. There are 
now in progress of formation, or al- 
ready formed and awaiting affiliation, 
associations at Providence and Mem- 
phis, and we have altogether 54 asso- 
ciations on our roll. 

“Membership in local associations 
has decreased during the past year by 
135 members, and I would particularly 
recommend to this convention that 
some program be discussed and adopt- 
ed whereby there may be concerted 
and persistent work all along the line 
to secure and bring into membership 
aid relation with our work the new 
men who have entered onto the busi- 
ness during the last few years, as weil 


as those older agents who may not 
have been associated with us in the 
past, in order that our ranks may not 
only be niled, but our influence extend- 
ed so that each association may num- 
ber upon its roll every responsible 
agent within the sphere of its in- 
fluence.’ 

He made a strong plea for continued 


support to Life Association News, of- 
ficial organ of the Association, express- 
ing belief that it would eventually be- 
come profitable to the organization. 


Agents Make More Money. 


Following a discussion of insurance 





egislation, during which he spoke of 
t] debtedness of agents generally to 


William C. Johnson of New York, for 
manner in which he sue- 
cessfully represented the agents’ cause, 
Mr. Edwards said: 

“I have said to you before that I be- 
the active, intelligent soliciting 
nt is now making more money than 
lid under old conditions; first, be- 
the character of his contract; 
because he keeps his commis- 
ind does not have to rebate one 


‘he unselfish 





dolla third, because of the larger 
‘ “‘ptance and more general belief in 
] insurance by the public, which 
makes easier to sell policies, and, 
yun because of the wonderful pros- 
perity which we are experiencing, which 


ter than the fondest enthusi- 
e years ago could have believed. 
There is one measure of relief I 
cure, and which I hope the in- 
fluence of our association and the efforts 
future officers may bring about, 
is an increased commission upon 
ndowment forms of policies. Such 
would not only to create 
valuable business for the company, but 
serve to fill a demand in economics and 
rovident savings, which in itself is of 
much greater importance than the mere 
question agents’ commissions. The 
age in which we live demands, in addi- 
tion to the protection of life insurance, 
some form of compulsory savings to- 
ward an old-age fund which is devoid 
ot either investment or speculation, and 
which endowment insurance and annui- 
ties alone provide. It is thus that the 
element of satisfaction is more nearly 
secured and happiness promoted.” 

As competition he expressed the 
opinion that there is a point where it 
should cease and that the rights of com- 
petitive agents must be respected in 
order to increase the moral influence of 
the field force. 

He commended the anti-twisting law 
New York State and said: 

“T recommend that every association 
have just such a bill introduced and 
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passed by their respective legislatures, 
for your duty does not merely end with 


writing. applications and paying death | 


claims; it must extend alike to the pro- 


tection of your policyholders’ interests | 


and that of the companies you repre- 
sent.” 
Agency Organization. 
On this subject Mr. Edwards said: 
“To understand and apply the correct 
principles of agency organization is the 
great opportuniy whereby the life insur- 


ance manager of the future may expect | 
to achieve either profit or satisfaction. | 
Agency organization means something | 


more than the ebb and flow of the tran- 
sient agent, the broker with his inci- 
dental case, the taking of business from 
anybody, everybody, and an occasional 
circular letter. Agency organization 
means the introduction into the business 
of men of character and ability, who are 
enthusiastic about the business, not 
merely because it provides the oppor- 
tunity for making a good income, but 
because of a belief in the beneficence of 
life insurance and the satisfaction and 
comfort which goes with work well 
done. The agent of the future, to be- 
come successful, must have something 
more than a rate book and application 
blank put into his hands and told to go 
out in the field, he must be educated, 
he must be trained, he must be worked 
with, he must be shown how. The suc- 
cessful agency manager of the future is 
the man who will not have a vast army 
of so-called agents under contract, from 
among all sorts and conditions of 
people, but who will have a few high- 
grade, selected men whom he will or- 
ganize, educate, enthuse—men who, ab- 
solutely loyal to their own companies 
and officers, will also believe the scien- 
tific fact that’all life insurance sold by 
good companies is good insurance. 

“Life insurance has reached the state 
where it is sold on merit rather than 
promise. Life insurance salesmen must 
understand their business. While com- 
petition will exist, it probable that 
not one-tenth of the life insurance sold 
is competitive, but it must nevertheless 
be sold intelligently and with a knowl- 
edge of human nature, and an ability to 
take advantage of opportunities and 
make fifteen minutes do what in olden 
days it took hours of argument and il- 


is 


lustration to bring to decision. The 
knowledge. of how to concisely state 
the case, to know what to say and 
what not to say, and best of all, to 
know when one is through, are the 
principles, which must guide and in 
fluence the agent of the future who 
would ‘be successful.” 

W. C. Johnson of New York, general 
agent for the Phoenix Mutual Life de- 
livered an interesting address, which 


was in part as follows: 


MR. JOHNSON’S ADDRESS. 

“IT doubt if most of us clearly recog- 
nize even yet the great advance which 
has been made in the past few years to- 
ward the uplift of field conditions as a 
result largely of the educative influence 
of earnest, intelligently directed associa- 
tion work. Now I wish to say a word 
about the principles which should gov- 
ern the work of association of co-opera- 
tion. Through association and the 
spread in the field of the principles for 
which you stand, business in force is 
rendered more persistent (to the benefit 
of policyholders, agents and compa- 
nies); a greater equality of opportunity 

(Continued on page 8.) 











a very limited business. 





20 Years In Home Office and Field 


I'wo decades of continuous service in the insurance business, embracing Agency 
Organization, Accounting and Actuarial work has qualified me for larger duties 
than possible with the company I am now identified with and which is doing 


Have You An Opening For Such A Man? 
Address ** $’? Care of THE EASTERN UNDERWRITER 


105 WILLIAM STREET, NEW YORK 








We want AGENTS TO KNOW that there is no good reason 
why they should not be making BIG MONEY 


A TIP 


Make a contract with the Big 


JAMES PERRY AGENCY 


of the 


PRUDENTIAL INSURANCE CO. 


20 Vesey Street, New York 
AND SELL 


what the public want, the POPULAR LOW COST POLICIES, and 
best of all, the New Monthly Income Policy 











1894 1909 


The State Life Insurance Company 


= INDIANAPOLIS, INDIANA 
UNEQUALLED IN SPLENDID ACHIEVEMENT 
Management Economical———-Growth Unparalleled 
Security of Every Policy Guaranteed by Deposit With the State 
of Indiana 
Assets Dec. 31, 1908, $7,378,853 
RECENT GAINS 


Surplus, $860,562 


Admitted Assets Surplus 
1906——$1, 226,696 $74,309 
1907 —$1,001 ,409 $27,775 
1908—— $1,023,700 $153,161 


UNUSUALLY ATTRACTIVE AGENCY CONTRACTS 
Liberal Commissions Renewals on New Plan Contracts Direct With Company 


Address All Communications on Agency Matters to 


CHARLES F. COFFIN, 2nd Vice-Pres., 1231 State Life Building 








Victorious Agents! 


Our agents have modern weapons, therefore they WIN :— 
the best policies (including a perfect Monthly Income 
policy), a brilliant Annual Dividend record, low-cost, 


strong literature, bull’s-eye competitive data. This 
vear’s business the largest in our long history. Are 


you satisfied? Apply to 
F. W. SMALLMAN, Manager, 1401 Empire Bldg., New York City 


F. C. SANBORN, Manager for Eastern Massachusetts 
31 Milk Street, Boston 
MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
SPRINGFIELD, MASS. 
INCORPORATED 1851 











THE MUTUAL LIFE 


Insurance Company of New York 


OLDEST STRONGEST 
IN IN THE 
AMERICA WoOorRLD 


Largest Margin of Assets in Excess 
of Legal Liabilities. 

No Company More Economically 
Managed to-day. 

No other company has, by increas- 
ing its scale of annual dividends four 
vears in succession (1906, !907, 1908, 
1909), reduced premium payments so 
rapidly. 


For terms to producing agents address : 
GEORGE T. DEXTER, 2nd Vice President 


34 Nassau Street New York, N. Y. 
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HOW TO MAKE SOLICITING PAY. 


By E. S. Andrews, Manager Ordinary Agencies Eastern Division The 
Prudential Insurance Company. 


The special agent who secures an ap- 
plication has scored a signal triumph 
just as valuable to-day and hereafter as 
that scored by the banking institution 
which receives its first and subsequent 
deposits. The agent, like the banker, 
has established that certain something, 
never purchasable, called confidence, 
whether the premium or the bank de- 
posit be $30 or $3,000. Having signed 
that application, your prospect is pre- 
pared to indorse your method, your 
Company, and, best of all,’ You. Re- 
member, this indorsement cannot be 
bought, except at the price of honesty 
of purpose and convincing and straight- 
forward argument, and do not beli*tle 
or underestimate this thing, which 
salesmen in every line of work strive 
sc hard to acquire, but value, nourish, 
and Use it to every legitimate, reason- 
able, and intelligent end. 

Do two things at least with the man 
whose application you have just taken, 
and Do It Now. First, secure from him, 
before you leave his presence, a card 
of introduc*ion to his friend, acquaint- 
ance or relative. In nine cases out of 
ten, it will be handed you, for you posi 
tively own his confidence. Second, try 
by all possible means to see the man 
to whom you possess an introduction 
on the very day you receive the ¢ard, 
on the principle that more insurance is 
always written by the agent while he 
has “his hand at it,” and, like a stack 
of dominoes, the last one falls if the 
first one is properly started. 

Ask us to give you the names of our 
field men who are selling insurance 
week in and week out, without a skip, 


Disability vs. Tornado Insurance. 


“The Metropolitan Life of New York 
is said to have insured its beautiful 
new tower on its home office building 
»y a tornado insurance policy for $300,- 
000 for three years at a premium of 
$750. This is $.83 per thousand per 
year. 

“This tower is away up in the air and 
there is little danger of its being in- 
lured except by a tornado or a flying 
machine. It is a long while since a 
ornado has visited New York and yet 
the wise and experienced officers of *he 
Metropolitan Life pay $.83 per year per 
thousand to guard against the bare 
chance of such injury to the tower of 
their building. 

“As compared with this remote risk 
and the rate charged for protection 
against it, there can be no question of 
the wisdom of every man who takes 


and we believe that we can present the 
names of those salesmen who woul 
no more think of forgetting to ask for 
an introduction to some one else before 
the signature of the first applicant is 
cold, than they would think of starting 
out on a canvass without an applica 
tion blank. Now, this is a pretty strong 
statement, but we possess abundant evi- 
dence and the knowledge, through ac- 
tual experience, to sustain us in what 
we have said. 

A special agent writes an application 
two or three weeks after his appoint- 
ment, and in his joy over having won, 
he forthwith forgets that he has enter 
ed the business for the purpose of mak- 
ing money steadily and does not stop 
to consider that he ought to try to write 
an application within a few hours of 
his first one. This is a costly mistake, 
and we honestly believe that if every 
Prudential man, even the fellows who 
have started in as part-timers, were de- 
termined not to leave the man whose 
application he has secured until sup 
plied with a card or letter of introduc 
tion to some one else, our weekly “Pro- 
gress Statement” would be strung out 
to include from 150 to 200 names each 
and every week. 


fy! 


We know of one highly l 
Prudential man whose creed is as fol- 
lows: “T secure two things before 
thanking the man whose application I 
have taken. First. as large an advance: 
payment as possible. Second, at least 
one card of introduction to some mem- 


success 


ber of his family or one of his numer- 
ous friends or acquaintances.” 
out life insurance protecting himself 


against the danger of total and perma- 
nent disability. 

“Tt is true that such disability does 
not occur very frequently, but it . 
curs much oftener than a New York 
tornado and yet it costs less ‘o 
insure against it.” 

The above is taken from “The Co- 
lumbian Bulletin,” published by the 
Columbian Nationa! Life. It contains a 
point of decided value to insurance 
salesmen, ard if properly used or pre- 
sented will assist quite materially in 
“closing cases.” 

The Metropolitan Life is a great in 
stitution. Its officers, directors and de- 
partment heads are not only proficient 
in insurances, but also rank high as 
good, level-headed business men. The 
protection of the tower on the home 
office building against loss from pos- 
sible damage due to tornado, etc., 


seems a wise precaution, but it requires 
little reasoning for one to form the con- 
clusion that damage to the Metropoli- 
tan tower as a _ result of a tornado 
means danger to others. 

Protectioa to the individual who is 
lependent upon his own efforts for a 
livelihood, is even more essential in- 
surance does not cost so much when 
one considers the great benefits derived 
herefrom., 


THOSE UNBORN PLANS. 


In-his October 1 letter to agents, Ro» 


ert J. Mix, Manager for the Prudential, 
at 261 Broadway, New York, expresse 
the opinion that “there’s more real 


waste of good ideas than of anything 
ejse on top of earth.” He says that 
one awakes in the morning and thinks 
Excellent plans 


silent resolu- 


over plans for the day. 
present themselves and 
tions are made to put them into effact, 
but before the breakfast table is reach- 
ed another “voice pipes up and seek 
tc discourag you.” The second voic 
follows this course: 


“I don’t belive it'll pay you to try 
s+’ 


that plan—I don’t believe it’ll worl I 
wouldn’t do it if I were vou: stick to 
your old methods—they'rs rood 
enough.” 

Speaking of the two “voices,” Mr 


Mix Says: 
“Brother, nine times out of ten that 
first voice was the voice of a friend, the 
in } 


second that cof an enemy! Follow 1 
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can remember. Of cour 
with me that anv man w 


where—who rises ever so f 
ladder of success has got to do a 

deal of planning, and a ire as vou’re 
alive there’s a little devil somewh 
inside of every one of us that pours ice 


water on all our attempts at origin i 
or new endeavor—a devil that we've got 
to fight! If he can di 3s fr 
exercising cur it 
new andr 


urage u ro 


1 wavs of doing thing tr 


ead of continualls T t! l 
method and walking n tl od 
paths, he’ll do it I'll v ire to sa 
hat vou have had dozens of ideas dur 
ing the past few months which struc 


vou as good cnes at the 
conceived, but which you didn’t put 
to practice, and that 


said was responsible for it.” 
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AMERICAN BANKERS 


Methods Proposed For Handling Busi- 


ness of Chicago Institution—Banks 
As Collectors and Investors. 





In response to an inquiry from thi 
yffice as to the progress made in the 
ganization of the American Bankers 





Insurance Company of Chicago, E. W. 
Spicer, organizer of the Company state: 
that it is the purpose to build up its 
work for the future by lividing the 
United States into sub-divisions, each 
covering several States and placing 
head of each d ion an officer 

uf the company with a title of Execu 

Div m Manager, or some similar 

t Officers to be elected un 
tally the same as any other officer cf 
he Company. It is also the intention 
ha awch division manager shall be a 
ckholde 1 directo In speaking 
f l of such officer and th 
ire ex ised in making a lectio 
Mr. Spicer says: 

He will assist us in a sale of our 
tock until that is completed and 
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JOHN F. DRYDEN, President 


PROMOTION—BEST 


ARE PRODUCERS 


and men who can become producers can make a permanent and increasingly 
profitable connection with The Prudential. 
the Company’s great system of advertising, reaching over 20,000,000 readers 
every month, go with the agency contract. 


AGENTS WANTED TO WRITE INDUSTRIAL 
GOOD INCOME 
OPPORTUNITIES 


LIFE INSURANCE. 


NOW ! 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


Write for Agency 


Full instructions and the help of 


AND 


Home Office, NEWARK, N. J. 
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PARTNERSHIP INSURANCE 


By Jesse E. Smith, Chicago, Manager 
Prudential Insurance Company. 








Partnership Insurance may be proper- 
ly classified as a purely business con- 
tract, and from the standpoint of the 


purchaser may ‘be considered in the 
same light as fire, liability, credit or 
fidelity insurance, all of which are car- 
ried for the benefit and protection of 


the company or corporation. The rea- 
sons and arguments that are advanced 
for the carrying of protection in the 
numerous lines mentioned can be, with 
equal force, brought to bear in connec- 
tion with partnership insurance. 


In the selling of partnership insur- 
ance, we are minus the great factor of 
sentiment, which is ever present in con- 
sidering purely life insurance contracts 
carried for the benefit of dependent 
beneficiaries. In making this statement 
in reference to the matter of elimina- 
tion of sentiment, I would call your at 
tention to the fact that joint-life insur- 
ance, as between husband and wife, is 
not included in this statement; but part- 
nership insurance, whether the latter 
is written in separate policies on the 
lives of the members of a company or 
whether all of the lives are covered by 
a joint policy for the benefit of the 
company or corporation, the matter of 
sentiment is entirely out of considera- 
tion. 

The underlying object in partnership 
insurance is the protection of interest. 
which would be vitally affected by the 
removal, by death, of a partner or offi 

of the company. Partnership in- 
surance guarantees to a company or 
corporation the probable profits or bene- 
fits which would accrue to the company 
or corporation during the lifetime con- 
nection of one who might be the inven- 
tive genius or the executive official, or 
the one with the controlling capital, or, 
till one step further, the one with the 
reputation, who is the practical bor 
rowing factor of the company. Should 
l one these men, th? 
policy would 


cer 


death remove of 


Prudential partnership 


immediately reimburse the firm for the 
loss sustained, not sentimentally, but 
in actual dollars and cents, by which 
the loss would be measured. We sel- 
dom hear of a concern forced out of 
business On account of loss caused by 
fire, the reason being that the whole 


loss, or the greater part of it, is borne 


by a corporation furnishing protection 
against such a disaster. We do, how- 
ever, very frequently note the liquida- 
tion of a going concern, solely on ac- 
count of the death of some individual 
who has been the controlling element 
in the company. 

t the present time a great many 
banks require, as additional security 
in the extending of large loans, the 


protection of a life insurance policy on 


the one important official of the com- 
pany. There is no doubt in the mind 
of the bank, in extending credit, 
that the debt will be properly 
taken care of at maturity should con- 
ditions remain intact, but they desire 


to guard against conditions which might 
arise should this official be removed 
by death, and to avoid any complica- 
tions in connection with such a disaster 
they require the protection furnished 
by business insurance. 


The fielé for this form of insurance 
is practically unlimited, and it can be 
sold where it is impossible to interest 
clients along the lines of personal life 
insurance. It is a subject that can be 
broached with almost certain assurance 
of favorable consideration and investi- 
gation, and it is my prediction that the 
agency that features this form of in- 
surance and follows it up with vigorous 
action will, for the effort, secure a large 
volume of business, with correspond 
ingly large premiums, handsome profits 
to the agent, and a most enjoyable re- 
newal for a number of years to follow. 
Nine out of ten business men are inter- 
ested in any business proposition that 
has for its ultimate result the attaining 
of possible profit to the business in 
which they are putting forth their en- 
ergy to succeed. 


The joint-life partnership policy will 
appeal to many concerns where two or 
three parties are interested, the prem 
ium-rate figuring lower than it would 
if a separate policy were issued on 
each life. On the other hand, there are 
many reasons why it is advisable to 
advocate the writing of separate poli- 
cies, both from the standpoint of the 
interests of the company and from that 
of the agency. Under the latter form 
of contract, death would not destroy 
the agency income from a renewal 
standpoint, or lapse the entire business 
on the books of the company, as would 
be the case with a joint-life policy. 





ALONE IN HIS DECISION. 
Oklahoma Commissioner Takes Peculiar 
Stand As To Assets of Reserve 
Loan Life. 





Commissioner McComb of Oklahoma 
has declined to admit nearly one million 
dollars of the assets of the Reserve 
Loan Life of Indianapolis. The item 
for which Mr. McComb refuses to allow 
the company any credit is loans to 
policyholders. Mr. McComb claims that 
this item in the company’s statement 
represents fictitious loans, “although” 
explains Guilford A. Deitch, Counsel for 
the Company, ‘‘the loan agreements 
duly assigning the policies to the com- 
pany as security were shown to him 
and have been accepted by the Indian 
Department as a deposit against the re- 
serve loan on the policies.” Mr. Deitch 
adds: 

“Mr. McComb is the only Insurance 
Commissioner in the United States who 
has made such ruling. We have taken 
the question up with him and believe 
that he will have to reverse himself as 
his opinion is in direct conflict with the 
opinions of all the actuaries who have 


made an examination of the assets of 
the company, including David Parks 


Fackler, Judge Walter E. Nichols, H. W. 
Buttolph and other actuaries of like 
prominence.” 








up Agency in addition. 


profits to live on 





AGENCY SUPERINTENDENT WANTED 


One who can furnish good references and prove a production 
of $100,000 personal business in 1908, 


One of the Oldest and Largest Companies in the World. | 
15 Million insurance in force in 23 Counties. 
Salary plus full commissions and 
renewals for investment. | 


PENNSYLVANIA 
Care of EASTERN UNDERWRITER || 


Must assist in buildirg 


renewals. First vear 
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October 7, 1909. 





SECURITY LIFE OF CHICAGO. 
Loan Clause Gives Company Right To 
Defer Payment If Deemed 


Desirable. 


In a letter to The Eastern Under- 
writer, relative to the use of a ninety 
day loan clause in policy contracts, J. 
Charles Seitz, actuary of the Security 
Life of Chicago says: 

“Prior to the passage of the Standard 
Provision Law this company granted 
loans upon anniversary dates, or within 
thirty days thereafter. Since January 1, 
1908, the company has inserted the fol- 
lowing in its loan clause: 

The company reserves the right 
to defer the granting of such loan 
for six months (but not later than 
the next anniversary date of the 
policy) after the application there- 
for. 

“You will note that this right, if exer- 
cised, puts the basis of loans as hereto- 
fore. The company has not exercised 
this right and probably will not do so 
unless exigencies require it.” 





SAVED BY LIFE INSURANCE. 

Many are the homes that have been 
saved by life insurance, Very often ‘the 
proceeds of a life insurance policy are 
used to pay off a mortgage, thus leav- 
ing a clear home. When a man places 
a mortgage en his property he needs life 
insurance. A mortgaged home should 
never go unprotected. Life insurance 
is as essential as is fire insurance. A 
mortgage is an intolerable load for a 
family to carry with the chief money- 
earner gone. We suggest that when a 
home is mortgaged a life insurance pol- 
.cy for the amount of the mortgage be 
immediately secured by the head of che 
family. A life insurance policy admir- 
ably supplements a building and loan 
account; for, if death does occur, ~he 
amount sought in time to be accumulat- 
“| by means of the building and loan 


association is immediately available. 

As evidence of the great value of life 
insurance as a Savior of homes we give 
herewith twvu letters which tell how 
mortgages were cancelled by means of 
the proceeds from life insurance 
policies. 

In one case the insured lived, in the 
other the insured died.—The Pelican. 





Policyholders Amply Protected. 


in its regular monthly bulletin, the 
Colorado Insurance Department mak#s 
the following comment as to the Wash- 
ington Life: 

“On December 30, 1909, the Company 
was reinsured in the Pittsburg Life & 


Trust Company, Pittsburg, Pa. The 
conditions urder which said _ reinsur 


ance was effected have been thorough], 
investigated by the New York Insur- 
ance Department, and are satisfactory 
to said office. While the Pittsburg Life 
& Trust Company is not authorized to 
transact business in this State, this De 
partment has every reason to belie 
that the interests of the Colorado poi 
icyholders of the Washington Life In- 
surance Company have been amply pro 
tected.” 





New Jersey Agency Appointments. 


Agency appointments in New Jerse) 
during the past week were as follows: 

Connecticut Mutual, Caleb F. Pierce, 
Haddonfieid. Mutual Life, Harry C. C 
Shute, G'assboro. 





The following members of the Pacific 
Ceast agency force of the Columbia 
National, were at the home office dur 
ing the agency convention, held last 
week: 

Mrs. Mary M. Hinman of Nevada; A. 
D. Bohm, Sam N. Levy, Irving L. 
Jacobi and Bert F. Goldsmith of Cali 
fornia; Paul H. Sroat and E. C. Good 
win of Oregon; F. J. Dorsey of Wash 
ington and A. P. Wilson of Idaho. 








The Northwestern 


Mutual Life Insurance Co. 
of Milwaukee 


GEO. C. MARKHAM, President 
A. 8S. HATHAWAY, Secretary 


New Business Paid-For 





1905 - - - $90,334,038 
1906 - - - 93,563,452 
1907 - = = 102,283,634 
1908 es, 109,773,709 


Each year larger than any in the 
previous history of the Company. 


Commenced Business 1858. 


[ NSURANCE MEN will Note the signifi- 
cant increase in The Northwestern's 
new business during the past four years. 
IMPORTANT FACTS relating to this 
business are shown by the following per- 
centages: 


Expenses Mortality Interest 
1905 12.15 67 4.73 
1906 11.76 59 4.72 
1907 11.81 58 4.76 
1908 10.76 59 4.84 


demonstration that 


It is capable of eas 
5 e best Company to 


The Northwestern is 
“Bee Thi Northwestern’s poli tract 
e Northwestern’s policy con 

with its Dividend Options. Paid-up and En- 
dowment Options, Options of Settlement 
andthe Premium Loanfeature. 

Issues Partnership and Corporation In- 
surance. - 

For further information or an Agency, 


address 
H. F. NORRIS, 
Superintendent of Agencies. 

















HARTFORD 


Life Insurance 
Company 


Chartered Forty-Three Years 


It Will Help Your Canvassing 


To Be Able To Offer Policy Contracts 
Up-to-the-Future, Participating or 
Non-Participating, Annual or, De- 
ferred Dividends. Lower Rates. 
Values Based Upon The Full Reserve. 
Talk it over with 
BURTENSHAW & SIBLEY 
MANAGERS 
402-6 Penobscot Bldg. 


DETROIT, MICH. 








79 Milk Street, 








BERKSHIRE 
LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


James W. Hull, President. 
W. D. Wyman, Vice Pres. and Treas, 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt. H. Davenport, Asst. Sec. 


This Company, with its more than fifty years 
of successful and honorable practice, its solid 
financial condition, its fair and liberal policies, 
all subject to the Non-Forfeiture Law of Mas- 
sachusetts, commends itself both to policy- 
holder and agent. 


For circulars and rates address 


EASTERN MASSACHUSETTS AGENCY, 
Boston, Mass. 





LEON F. FOSS, General Agent 
W. H. DYER, General Agent 


JOHN H. ROBINSON, General Agent 
263 Broadway, New York 
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FIELD ORGANIZATION 


By W. B. Allen, of Richmond, Virginia, 
Manager of The Prudential 
Insurance Co. 





My experience and observation have 
been that a great many managers make 
field organization secondary. With me, 
personal business is a sideline; organ- 
ization is paramount always. To illus- 
trate this: When I came with the Com- 
pany I did a little bit better than $200,- 
000 for the first year, and I worked like 
“old Harry” all year; the second year, 
I concluded I would pay a little more 
attention to organization, and not so 
much to personal fbusiness—that year 
I doubled my production; the third 
year I just took myself out of the field 
altogether, except to write what busi- 
ness I could on the side—that year 
I devoted almost entirely to organiza 
tion, and paid for over $900,000. This, 
I think, proves that in a great many 
instances the Manager devotes toc 
much time to personal business and not 
enough to strengthening his agency 
force. 

Another thing: There are too many 
specials that are not properly educated 
in life insurance. I hold that it is far 
more important to educate a man, to 
teach him how to do it, than it is 
always to do it for him. 

I make very frequent visits through 
my territory. I have my men meet me 
at the hotel for dinner or supper. If 
they have anybody for me to see, I 
gladly see them, either at their offices 
or at my hotel, but by appointment. |! 
have too much territory to cover and 
am too busy to walk the streets day 
after day. Teach the special agent how 
to do it, teach him the principles of life 
insurance—I believe that is a better 
way than wearing out your own shoe- 
leather making him money so that when 
you are gone he can sit right down 
and spend it. 

Further, impress upon your special 
agents the fact that they are part and 
parcel of this great Prudential organ- 
ization: let them feel an interest in the 
company, and always ibe willing to ex- 
tend a helping hand. Win their con- 
fidence, and if you do that they wili 
always respond when you ask them for 
their help. 





FIVE PER CENT. FOR INSURANCE. 





Small Amount Spent For Indispensable 
Method of Provision, Says 
John F. Dryden. 


In a recent letter to representatives 
of his company John F. Dryden, presi- 
dent of The Prudential called attention 
to the increasing need for life insur- 
ance, due to the rising standard of life, 
or cost of living, and yet according to 
statistics compiled rarely more than 5 
per cent, and often less, of the income 
is spent for this “indispensable method 
of provision.” We quote from Mr. Dry- 
den’s letter as follows: 

“To-day legal-reserve life insurance 
is the most important and indispensable 
method of providing for the security 
and the needs of the American family. 
With a rising standard of life, the need 
for more insurance protection must ne- 
cessarily increase also. While it is very 
commendable, of course, to insured for 
a thousand dollars, or, for that matter, 
for a hundred dollars, or less, accord- 
ing to the income and the family needs, 
most of those who make this amount 
of provision are, as yet, far from doing 
all that is possible, or desirable, con- 
sidering the results which life insurance 
alone can yield. I refer here only to 
the under-insured, who represent an 
almost equally important consideration 
with those who are not insured at all. 

“Recent investigations have establish 
ed the fact that the proportion of in- 
come paid out for life insurance is 
rarely more than five per cent., and 
very often much less, and that there is 
not the increase in life insurance expen- 
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THE EA 
ditures with increasing income which 
one might reasonably expect. Wage- 
earners with small incomes, propor-| 


tionately pay much more than the more | 
prosperous and well-to-do, so that the | 
neglect of duty to provide sufficiently | 
for the future is much greater on the 
part of those who have muca less ex- 
cuse for doing so.” | 





WILL NOT REINSURE. 





Vice-President Jones of Puritan Life 
Declares Statesment “False and 
Malicious.” 

In reference to a statement made re- 
cently in an insurance periodical! to the 
effect that the Puritan Life of Provi-| 
dence, R. I.,proposed to reinsure and re- 

‘ire from business. 

J. D. E. Jones, vice-president of the 
company i a letter to this journal 
Says: 

“We have been informed to-day that 
a certain insurance paper has publish- 
ed a statement that the Puritan Life is | 
about to reinsure, which is absolutely | 
false and malicious.” 








BEST FIELD OF ENDEAVOR. 

To the man who has faith in himself 
and who now feels that his salary is 
less than he is capable of earning, and! 
yet all that his present position is| 
worth; to the man who is ambitious and | 
willing to attain success by work; to 
the man who desires to make his en-| 
ergy earn the largest possible return, | 
there is no field of endeavor which of-| 
fers greater possibilities than life in- 
surance solicitation. | 

The day has passed when intelligent 
men sneer at life insurance. More than 
in any other calling, we believe, orii- 
nary intelligence, earnestness and 
perseverance will bring success to ihe| 
life insurance solicitor. Years must be} 
spent in preparation by men who ex- 
pect to enter the learned professions, 
and then, they must wait for clients or 
patients to present themselves. The !ife 
insurance solicitor, on the other hand, | 
voes out and finds his clients. The life 
insurance salesman earns an incom? 
from the very start.—The Pelican. 








Insurance Companies Best. 





From the official publication of one | 
of the Canadian life companies we cull | 
the following: | 

“During the past ten years, accord- 
ing to Bradsireet’s there have been one | 
nundred thousand commercial failures, 
vith liabilities of over a billion and a 
half. 

“During ihe same period six hundred 
banks and trust companies have closed 
their doors, with liabilities of over 
‘hree hundred and eighty millions. 

“During the same period there have 
veen ninety-three railroad  receiver- 
ships, with over six hundred million 
dollars of stock and bond issues in- 
volved. 

“While for life insurance it can be 
said that for more than thirty years 
ihere has not been one single failure of 
an old-life insurance company which 
has been continuously on the legal re- 
serve basis.” 

James Lee Bost, who was transferred 
from the State of Virginia to the Wash- 
ington D. C., general agency of the 
Home Life Insurance Company has jus- 
tified the companies wisdom in giving 
him charge of this important territory. 
Mr. Bost for personal work has attained 
the highest individual average for the 
past four months in rank of insurance 
and premiums among the company’s 
agency force. He has associated with | 
him Dr. W. H. Jackson, whose personal 
work in this field is well known. 

Mr. Bost is ambitious to maintain 
the leading position he has secured and 
has hitched his chariot to a star. 

The outlook is extremely bright and 
tlie ‘prospects for increased fall busi- 
ness is very encouraging. 














Sells better than a “Board Contract” 


Over a million a month since organization 


Our Stock Option Policy sells itself. 
Our men are all making money. 
Are you? 

This is a proposition for large pro- 
ducers—writers of special contracts. 


Write for particulars. 


Standard Mutual Life Insurance C:mpany am®2tica 


Home Office, Commonwealth Building, Pittsburg 











Louisiana National Life Assurance Society 
NEW ORLEANS, LA. 
THE LEADING COMPANY OF THE SOUTH 


LOUIS P. RICE, President HENRY KAHN, Secretary ALBERT BALDWIN, Jr., Treasurer 
SURPLUS TO POLICYHOLDERS OVER $800,000 
GOOD AGENCY CONTRACTS TO RIGHT PARTIES 
For further information, address 


HODGE WILSON, Supt. of Agents 














FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 


OF PHILADELPHIA 
HAS SOME EXCELLENT 
AGENCY POSITIONS 


Apply tt ALEXANDER McHNIGHT 
112-116 N. BROAD STREET 








——_———-L. G. FOUSE, President————_—__—_ 











AGENCY MANAGER WANTED 





If you believe you have the ability to MANAGE and DEVELOP an Agency 
covering one or twe States, in a section which ranks high in life insurance 
produced, and for a company of A. 1. standing financially and otherwise, address 
us, giving Experience and References. All communications treated confidentially. 


‘Middle West” Care of THE EASTERN UNDERWRITER 
105 William St., New York City 











MANAGER WANTED 


One of the old line Life Insurance Companies with an excellent 
record, desires a manager for an established Agency. 

Full Commissions and Renewals will be allowed ; or, 
salary and first years’ commission. 

Write stating age, experience and record. 


Address - MANAC ER o 
THE EASTERN UNDERWRITER 
105 William St., Kew York City, N. Y. 





if preferabl-, 














Men between 30 and 45 years of age 


We can use three or four men between 30 and 45 years of age as 
supervisors on salary, commission and expenses for one of the best 
companies in one of the best states and now doing a very large 
business. Reply giving experience and companies formerly 


represented. 
X. Y. Z. 


Care THE EASTERN UNDERWRITER, 105 WILLIAM ST., NEW YORK CITY 
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COLUMBIAN CONFERENCE. 





Field Men Hold Meeting In Boston— 
Business Satisfactory—Georgia 
Manager Wins Calef Cup. 





The annual conference of the general 
agents and managers of the Columbian 
National Life was held at the Hotel 
Somerset, Boston, September 29th aad 
30th and October ist. The proceedings 
consisted of several business sessions, 
interspersed with entertainment fea- 
tures, resulting in a most instructive 
and highly enjoyable gathering. 

This company is forging to the front 
rapidly and is making large gains in 
all departments. In new business, the 
mark set by President Childs, twelve 
millions for 1909, will undoubtedly be 
reached. Over one million a month 
was paid for during *he three summer 
months, counting $25 in accident prem- 
iums as $1,000 insurance. 

The delegates to the conference were 
enthusiastic over the business outlook, 
and pledged $4,500,000 paid business 
for the last quarter of the year. 

An interesting feature of the con- 
ference was the announcement that 
the Company’s Georgia manager, Alfred 
C. Newell had won the Calef Loving 
Cup. It will be remembered that Mr. 
Newell won the Ben Williams Vase 
last year. In addition to being one 
of the best writers on insurance topics 
in the country, Mr. ‘Newell is a success- 
ful life and accident manager, and is 
building up a large agency for the 
Columbian in Georgia. 

Mr. Newell will be presented with 
the cup at the Life Underwriters’ Con- 
vention now in session at Louisville. 





LITTLE FOR STOCKHOLDERS. 
Rumored That Funds of Eureka Life 
Have Been Spent—Results of 
Meeting Withheld. 





Although there was nothing much to 
indicate it at the recent hearing of the 
claims of the many stockholders of the 
Eureka Life Insurance Company, at 
Richmond, Va., rumors have leaked out 
in that city to the effect that the pur- 


chasers of the stock would not re- 
ceive much on their investment. There 
has been no report of the meeting pub- 
lished and little is known beyond the 


fact that many claims were presented 
before Commissioner R. E. Peyton, Jr. 
Most of the stockholders located in 
Western Pennsylvania were represent- 
ed by Wesley Young and Carl E. Gib- 


son. The entire amount of money re 
ceived from the stockholders since the 
corporation of the company was $145,- 


000 or thereabouts, according to pre- 
vious testimony of one of the {!ncorpo 
lators. 

During the iatter part of last 


WANTED 
WANTED 


Two high class Stock Salesmen who can 
produce fora Two Million Dollar Corpo- 
ration, that stands the searchlight of the 


year 














strictest investigation. 3 stock_ sold 
Leads to live a 7 Address P. C. 
Care of EASTERN UNDERWRITER 
105 William St., New York 
JOHN HANCOCK 
I want two clean life men who can _pro- 
duce business. For such men I have 


something good. 
WILLIAM N. Compton, Gen’l Agent 
JoHN Hancock Mutua igre Ins. Co. 
220 Broadway, N. Y. C 
Tel. 6030 Cortland 








FOUR HIGH-CLASS INSURANCE 
Bank Stock Salesmen in a proposition 
backed by men of national reputation. 
“Salary and Commission.” Address, A. L. 
D., Care of EASTERN UNDERWRITER. 


or 














arrangements were made to consolidate 
the interests of the Eureka Life with 
those of a proposed company at Tren- 
ton and a deal was finally made for 
the launching of the Trenton National 
Life which fell through because the 
people identified with the Virginia 
Company wished to retain contracts 
allowing taem special advantages. 





GETTING STEAM UP. 





‘Equitable Agents at Boston Celebrate 
Townsend’s Anniversary and Pre- 
pare for Fall Campaign. 





Chas. E. Townsend, general agent of 
the Equitable, at Boston, gave a lunch- 
eon Saturday afternoon, to his agency 
force at Young’s Hotel. About thirty- 
five were present, the purpose of the 
meeting being to boom the fall cam- 
paign, and incidentally to celebrate the 
15th anniversary of Mr. Townsend’: 
connection with the Society as active 
agent. 

The first speaker was Secretary War- 
ren, who arranged Mr. Townsend’s first 
contract with the Equitable. His re- 
marks were very interesting being fill- 
ed with reminiscences of his connection 
with the Society. 

The Townsend Agency is rounding 
out its twelfth year and its rank for 
1909 is eighth in new premiums among 
the Equitable’s leaders. Short ad- 
dresses were given by a number of the 
agency force; music was furnished and 
a general good time was enjoyed by 
all, with much enthusiasm and a strong 
determination to round out the remain- 
ing months of the year with a hand- 
some ‘business. There appears to be 
no doubt but that this will be forth 
coming. 


ACQUITTED OF CHARGE. 








Hh. C. Kelley, Accused of Rebating by 
Commissioner of New Mexico, Gets 
Off With Reprimand. 





H. C. Kelley, territorial manager in 
New Mexico for the Bankers Reserve 
Life of Omaha, has been acquitted of the 
charge of rebating instituted by Hon. 
Jacobo Chavez, superintendent of insur- 
ance. The charges were instituted in 
connection with a policy taken out by 
M. D. Gibbs of Roy, New Mexico, the 
rate book premium being $42.79. The 
charge was that Kelly had disposed of 
the policy to Mr. Gibbs for $15 on Sep- 
tember 10. Mr. Kelley was given until 
September 27 to show cause why his cer- 
tificate of authority should not be re- 
voked and a hearing of the case was set 
for the latter date. In a communica- 
tion Superintendent Chavez says: 

“Upon failure of the principal witness 
for the prosecution to appear the evi- 
dence was slightly in favor of Mr. Kel- 
ley and he was acquitted of the charge 
although severely reprimanded by the 
undersigned. This is the first case un- 
der the new law passed March 18, 1909 
and as drawn up by the department.” 





An Impracticable Clause. 


In a letter 
the use of the clause in policy con- 
tracts allowing companies ninety days 
in which to grant a loan after request 
by the insured, President George I. 


| Cochran of the Pacific Mutual Life of 
| Los 


Angeles says tnat his company 
does not propose to incorporate such 


| a clause in its policy contracts even if 


permissible. He says: 
It is a safeguard which I think 
would be useful and desirable, but 
I consider that insurance condi- 
tions are such as to render its use 
impracticable. 





Arthur H. Letts, district manager of 
the Michigan State Life of Detroit at 
Owosso, O., and associated with the 
company since organization has been 
promoted to the position of Supervisor 
of Agents, having specific charge of the 
field force in the Buckeye State. 





1860 49th Year 1909 


Home Life 
Insurance 
Company 


of New York 


GEORGE E. IDE, President 


PE acmena meson «...-$21,708,901.70 
Liabilities (including Di- 
vidend Endowment 
rps eee» 20,471,728.76 
Dividend Endowment 
Fund (Deferred 
Dividends).... 1,970,463.00 
1,237,177.94 
88,368,244.00 


Insurance in Force..... 


The 49th Annual Report shows a 
gain in the amount of insurance in 
force; that assets were increased 
over $1,704,048.00 and that over 
$467,700 was added to surplus ac- 
count. 














to this office regarding 





RELIANCE LIFE 


PITTSBURGH 


Policies That Can’t Be Beat THE 


Assets 
Over Two and One-Half 
Millions 


Exceptional opportunities for General 
Agents in 


PENNSYLVANIA 





THE 
FIRST MUTUAL 
Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 
INSURANCE CO. 
BOSTON, MASS. 





Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 





FINANCIAL STATEMENT 


Assets Jan. 1, 1909....$47,980,647.74 
Liabilities............... 44,476,655.68 
Pnaveseccéneacoeas 3,503,992.06 


Alfred D. Foster, President 

D. F. Appel, Vice-President 

J. A. Barbey, Secretary 

Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 














UNEXCELLED IN 
Favorable Mortality 


Economy of Management 





Provident Life 


AND Trust Company 
OF PHILADELPHIA 


OHIO, IOWA AND ALABAMA | Rates of Premium Extremely Low 


and still further reduced by 
Annual Dividends: 








CAPITAL $1,000,000 


Management. 





Georgia Life Insurance Company 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 


SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in both Branches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 

















The only Company in the World that 


‘‘Insures Lives and 
Guards Them Against 


Disease” 


Provident Savings Life Assurance Society 
35 Nassau Street 


New York 
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CONCERNED OVER RULING 


BUSINESS. 





AS TO CHANGE OF 





Would Have Law Optional As to Choice 
Between Non-Participating and 
Participating. 





The recent action of the attorney- 
general advising the New York Insur- 
ance Department that a life insurance 
company cannot legally change from 
a participating to a non-participating 
basis has attracted a great deal of at- 
tention. The Bankers Life Insurance 
Co. of this city, elected originally under 
the law of 1906, to do a participating 
business after Jan. 1, 1907. It was re- 
cently announced that after the close of 
this year, the company would change to 
a non-participating basis. 

Under the provisions of section 102, 
there seemed no doubt of the right of 
the company which elected to do a non- 
participating business to change to the 
participating basis but there was doubt 
as to the reverse being legal. The par- 
ticipating companies allow the policy- 
holders to participate in the earnings 
in the policies, while in a non-partici- 
pating company the profits are supposed 
to go to the stockholders. 

The Postal Life of this city called for 
a ruling last year in its right to change 
from the participating to non-participat- 
ing. The opinion of the attorney-gen- 
eral calls attention to section 83 amend- 
ed in 1906, to provide for distribution of 
dividends annually with this exception: 

“This section shall not apply to any 
stock life insurance incorporation which 
on or after Jan. 1 1907, shall transact 
and shall represent itself as transacting 
its business exclusively upon a non-mu- 
tual basis and shall after said date issue 
only non-participating policies.” 

Section 97, says the opinion, limits the 
expenses of new business with the fol- 
lowing exceptions: 

“This section shall not apply to ex- 
penses made or incurred in the business 
of industrial insurance, or, except as to 
the limitation of expenses, for the first 
year of insurance, and as to compensa- 
tion of loans and advances to agents or 
solicitors, to stock corporations issuing 
and representing themselves as issuing 
non-participating policies exclusively.” 

Restricted in Its Expenses. 

“The effect of this section is to re- 
strict a company issuing participating 
policies, in its expenses in a manner 
that a company issuing non-participat- 
ing pouicies is not restricted,” the opin- 
ion continues. “The reason for this re- 
striction being placed upon participating 
policy companies would seem to be that 
the holder of a participating policy is 
entitled to share in the surplus of the 
company, and that, therefore, the mat- 
ter of the company’s expenses is of great 
importance to such policyholders in de- 
termining ibe amount received by him 
under the participating clause of the 
policy. The holder of the non-participat- 
ing policy,on the other hand,has no inter- 
est in the surplus of the company. The 
amount to be received under his policy 
is fixed in the contract. The same act 
which contained the above provisions 


also contains section 102, which reads: 

‘No domestic mutual life insurance 
corporation and no domestic stock life 
insurance corporation hereafter issuing 
or professing to issue any participating 
policies, shall issue any policies, except 
annuities, which do not by their terms 
give to the holders thereof full right to 
participate in the accumulations of said 
corporations as provided in this chap- 
ter. This section shall not apply to 
paid-up or temporary and pure endow- 
ment insurance issued or granted in ex- 
change for lapsed or surrendered poli- 
cies.’ 


“The intent of these provisions taken | 


together seems to be to lay down a 


general plan to safeguard the participat- | 


ing policyholders’ rights in the com- 
pany’s surplus. If the proper construc- 
tion of sections 83 and 102 permits a 
company that has elected after Jan. 1, 
1907, to do business on a participating 
basis to change at will to a non-par- 
ticipating basis, then the whole intent 
of the purpose of the statute to protect 
the participating policyholders’ rights 
is done away with in so far as the poli- 


cyholders of such company are con-| 


cerned. 
Would Remove Safeguards. 

“If such construction is to be placed 
on these sections, then the policyhold- 
ers of all participating policy companies 
are subject at any time to have the safe- 
guards thrown about them by this sta- 
tute summarily removed by the act of 
the company. 

“I do not believe that this was the 
legislative intent. The whole purpose 


of the act is in conflict with such inter- | 


vretation. Not only does the intent 
seem clear that a company which has 
done a participating business since 1907 
should be held thereafter to the restric- 
tions which the law places around par- 
ticipating companies for the protection 
of the rights of its policyholders, but the 
language of sections 83 and 102 also 
seem clearly to so provide. 

“Section 83 provides that: 

“*Except as herein provided, every 
domestic life insurance corporation 
heretofore or hereafter organized * * 
*shall provide in every policy issued on 
or after the first day of January, 1907, 
that the proportion of the surplus ac- 
cruing upon said policy shall be ascer- 
tained and distributed annually.’ 

“To this rule is the exception men- 
tioned heretofore that the section shall 
not apply to a stock life insurance cor- 
poration which on or after the first day 
of January, 1907, shall transact and shall 
represent itself as transacting its busi- 
ness exclusively upon a non-mutual 
basis, and shall, after said date, issue 
only non-participating policies. 

“A life insurance company which is- 
sued non-participating policies up to 
August 11, 1908, at which time it elected 
to do only a participating business, and 
since that time has issued only partici- 
pating policies, cannot now, I believe, 
qualify within the exception clause 
above quoted. 

“Section 83, taken in conjunction with 
section 102, in my opinion, does not per- 
mit such company to change from a par- 
ticipating to a non-participating busi- 
ness.”—The New York Commercial. 
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Desirable territory available. 
Policy contracts up to date. 
Liberal Contracts to Agents. 





General Offices: ATLANTA, GA. 











HOME OFFICE AGENCY MANAGER 


ny backed by the best financial men in one of the largest Middle West 
as an opening worth inveatigating 


The aaa man between 30 and 40 years of age can have official and stock connection 
Company now has over six million insurance in force and well established. 
Address ‘*‘ HOME OFFICE” 
Care of EASTERN UNDERWRITER, NEW YORK CITY 
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A PENN MUTUAL PREMIDOM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFTTS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 











NATIONAL LIFE INSURANCE CO. 


MONTPELIER, VERMONT 


ESTABLISHED IN 1850 OPERATING IN 36 STATES 


JOSEPH A. DEBOER, Prest. OSMAN D. CLARK, Secretary 
FRED A. HOWLAND, Vice-Prest. H. M. CUTLER, Treasurer 
JAMES B. ESTEE, 2d Vice-Prest. A. B. BISBEE, Med. Director 


C. E. MOULTON, Actuary 


This Company held January 1, 1909, and gained during the past decade: 


cs cutanevnses $ 44,026,069.73............... Gain, 173% 
SUPER. <s0...00: ...$ 6,279,925.70............... Gain, 174% 
INSURANCE,.......... $155,755,039.00............ Gain, 93% 


Absolute Security and Economy of Management 








Beating Its Record! | | THE POLICYHOLDERS 


FOR 1908 —OF THE— 

In amount of new business written. Its 
1909 business is already much larger than 
than that for the corre eaponding period of 
1908, It is UNION CENTRAL pividende 
CENTRAL to ape it easy to sell UN , 

RA *olicies. o company exce ait 
in lowest cost to the policy-holder. OF IOWA 

The are pleased and satisfied. They do 


not lapse. Hence, an Agent’s 


RENEWAL INTEREST 


increases rapidly. See our per- 
centage of ‘‘Insurance Gained’’ 
for many years past. 

We offer Long Contracts; Fair 
Terms; and have good open 
Territory. 


Liberal Policies 


Union Central 


Life of Cincinnati 
Assets, $67,933,245.40 
Liabilities, $65,434,131.29 
Capital Stock, $500,000.00 
Several good open for first-class men. 
Address 


JESSE R. CLARK, President, or 


ALLAN WATERS, Sup’t of Agents Lowest Net Cost 

















Citizens Life Insurance Company 
Louisville, Kentucky 
ABSOLUTE SECURITY 





The Deposit held by the Treasurer of the STATE OF 
KENTUCKY Guarantees the Reserve on every 
policy issued by this Company 





LIBERAL CONTRACTS 





W. H. GREGORY, President 
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LIFE AGENTS CONVENTION. 
(Continued from page 2.) 
is given agents through the elimination 
of rate-cutting and unfair competitive 
methods, and business can be produced 
and maintained in force at less cost to 
ihe insured. This is the point I want to 
stress. We agents band ourselves to- 
gether in order to protect or advance 
our own interests—and the 
the companies or of the business as a 
whole. We must ever bear in mind, 
however, that we can best serve the 
business, best advance our own perma- 
nent interests only by making the inter- 
ests of the policyholders our first con- 
cern. If we should serve ourselves at 
their undue cost we would postpone the 
day when we are to receive the full con- 
fidence and support of the public and 
reap the proper reward of a true under- 


standing on its part of the benefits of 
insurance by a large increase in the 
volume of insurance written. 


Efficient Economy Desired. 
“There could havebeen no extension of 
the life insurance business such as the 
last half century has witnessed (with 
the service which thereby has been ren- 


dered the individual and the State) 
without the zeal, the industry and the 
persevering activity of the insurance 


agent—and that’s a title by the way we 


do not want to discard; but which we 
should see to itis honored by the inieg- 
iiy and efficiency of those who bear it. 
To reduce the cost of insurance to ihe 
policyholde to the lowest figure-possi- 
le. agencies mustbe conducted with effi- 
ciency and economy. That does not 
nean that arbitrary measures of econo- 
my, enforced by statute of all compa- 


each of which has different condi- 


nies, 

tions to meet, is necessarily wise. A 
seeming economy of this nature may, 
through an impairment of efficiency, 
prove to be inexcusable extravagance, 


and this phase of the subject is not one 
with which legislative bodies should 
deal (certainly not unless forced to 
temporary action by conditions render- 
ing interference imperative), but is one 
which should be left in the control of 
the responsible managers of the compa- 
the men who on behalf of the 
policyholders or proprietors are especi- 


panies, 


ally interested in administering their 
trust efficiently and economically in a 
manner to commend them to their prin- 
cipals. Yet it is to my mind clear that 
the ultimate best interests of the busi- 


of companies and producers alike, 
require that both managers and agents 
place first the interests of the 
vyholders, and join in an earnest en- 
to conduct the business with the 


ness, 


should 
polic 


deavor 


greatest possible degree of efficient eco- 
nomy 
Their Interests Identical. 

“T am a life insurance agent: in my 
home State in 1906 I was, one might al- 
most say accidently, called on to present 
the cause of the agents in the crisis 
which then arose: in the years which 


followed it seemed to be expected 
I should pursue the same cause to 
satisfactory conclusion; and 1 


ha ve 
that 


a more 


have accordingly done what I could to 
that end. It may be that I am regarded 
as a special pleader for agency inter- 
csts ve I am convineed that 
vhat is for the best interests 
of th policyholders is the thing 
which will be best ultimately for us as 


agents, and that no company should pay 
more for business from a given agency 
than necessary to give adequate op- 
portunities to its representatives and 
provide for a steady growth of business 
in that field. More than this we should 
ask, and the broad principles upon 
which in my judgment all your associa- 
tion activities should be based is that 
you should seek for equal opportunities, 
fair-dealing, clean methods, the elimina- 
tion of waste, and high standards in of- 
fice and field, not only for the benefit of 
all the members of your calling, but for 
the good of the policyholders, the ones 
who with you will reap the benefit of 
bettered conditions. We can best help 
ourselves permanently by aiding the 


is 


interests of 


THE EASTERN UNDERWRITER. 


policyholders, and so far as I am con- 
cerned I wish to say frankly that I have 
not been willing nor am I willing to 
seek to serve any interest connected 
with the bus.ness without recognizing 
the claim of the policyholders to para- 
mount consideration. It has been neces- 
sary in connection with proposed legis- 
lative changes in New York for me to 
urge certain amendments, which I deem- 
ed sound, and to oppose others which I 
believed were unsound or unequal in 
their effect upon different companies or 
classes of companies.” * * 


Mr. Johnston called attention in detail 
to the work performed in securing legis- 
jiation which modified Section 97, during 
which he commended ex-Senator Tully, 
now identified with the Association of 
Life Insurance Presidents. 
his discussion of the duties 
he said: 


of agents, 


“To recur to our duty as agents, let 
me deal with it a little more. intimately 
and come down from the realm of or- 
ganized effort to the opportunity given 
us as individuals to serve the cause in 
which we are engaged.* I have spoken 
of myself as a life insurance agent, and 
I repeat it boldly, with courage, with 
hope, with an intense belief in the value 
of life insurance, with a mind conscious 
of the high service which, even though 
sometimes unrecognized, the industri- 
ous, successful, upright agent renders to 
the community in which he works. It is 
impossible for any one to study the de- 
velopment of our American civilization 
without placing a high estimate upon 
the contribution which the life insur- 
ance agent has made to the upbuilding 
and economic well-being of the country. 
i know what I think of that work—the 
work in which you and I are engaged. 
What the public may think of the work 
and the workers depends upon us and 
upon us alone. The view in which we 
are held by others does not originate 
with them but arises from our lives and 
actions. I dislike cant, and in order 
that I may not be misunderstood I am 
going to ask you to think of this ques- 
tion from an unmoral_ standpoint— 
brushing aside whatever our individual 
conceptions may be on questions of de- 
cency and morals and considering it 
only from the business point of view. 
The business men of the community 1n 
which you live will accord you ultimate- 
ly just the standing which your work 
shows you deserve. If you cut rates 
they will have the same lack of respect 
for you, and lack of confidence in your 
goods, as they do for the merchant who 
cuts rates—and is usually suspected of 
giving short measure. If you show such 
an eagerness to get business that you 
will place it on most any terms, or will 
try to get your company to accept risks 
which are really under the average, they 
will have the same lack of confidence in 
your position as they have in the finan- 
cial condition of a tradesman who be- 
trays his threatened insolvency by his 
eagerness to make sales even on a basis 
which cannot be permanently profitable. 
If you “knock”? your competitors, you 
are more apt to hurt yourself than them, 
for you will be classed with the store- 
keeper who, unable to attract or retain 
patronage and sell his own goods, vents 
his jealousy by running down the qual- 
ity of the goods sold by his rivals. If 
you try to twist men from other solvent 
companies to your own, you will ulti- 
mately be put into the class, in men’s 
minds, of the lawyer who leads his 
clients into litigation, irrespective of 
their real interests, in order that he may 
have an excuse to exact fees. If you 
misrepresent the policies you are sell- 
ing, or the results which will be attain- 
ec under them, you will be classed with 
the man who by fast talking or glitter- 
ing estimates of profits sells mining 
stock of doubtful value. Whatever may 
have been the agency conditions of the 
past, we labor in a new era, in which 
the business is to be produced almost 
wholly by trained men, men devoting 
their entire time to the work of solicita- 
tion. You are the ones to determine the 
place you and your occupation will 
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statement of past performances. 


the class of men we want. 


If interested; 








A WORD TO SALESMEN 


No BUSINESS or PROFESSION pays the same amount of COMPENSA- 
TION for SINCERE, ENERGETIC and AGGRESSIVE effort as the LIFE 
INSURANCE business, particularly when you can sell the best goods in the 
market, PRICE and QUALITY considered. 


We want a few men of the optimistic as well as the Bull Dog tenacity 
type, whether they be life insurance agents or clever salesmen in other lines 


We will not consider any applications except those accompanied by a 
We sell the goods the people want and therefore reserve the right to pick 
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RATIONAL LIFE INSURANCE COMPANY 
of the United States of America 


ALBERT M. JOHNSON, President 
ROBERT E. SACKETT, Vice-President 
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hold in the respect and regard of your 
fellow men. If you are upright and law 
abiding in your actions, clean in your 
methods, give sound and disinterested 
advice to those who consult you (even 
though in giving them the policy which 
in the given case best meets their needs 
you do not make the highest possible 
rate of commission), and conduct your 
business generally in accordance with 
high standards, you will have no reason 
to complain of what the public thinks 
of life insurance men—and incidentally 
you will find a greater permanent suc- 
cess than would ever be possible by 
methods of doubtful propriety. Even if 
you view it from the business standpoint 
merely, honesty is undoubtedly the best 
policy, and the road which leads to bet- 
ter conditions is one which lies clearly 
before us. The fact that it is a straight 
one should render it the easier for us 
to follow it. When I refer to honest 
dealing I do not mean mere legal hon- 
esty. Strictly speaking no man is hon- 
est in moral contemplation who depends 
upon the law to make him honest. Hon- 
esty in the best sense, in the sense in 
which we need to practice it if we wish 
those who follow our occupation to be 
esteemed by the public, is a quality 
which exists independent of the law. It 
is the spirit of honest, fair, frank deal- 
ing which should govern our actions, 
and while individually I don’t think the 
best results are procurable from persons 
who lack inherent honesty; for the pur- 
pose of the present discussion I care not 
whether you take the shoes from off 
your feet in worshipping the Lord 
Jehovah, I care not whether you bow the 


knee in humility and make the sign of 
the Cross in acknowledgment of the 
Christ, whether you be a follower of the 
abstemious Mohammed or the mysteri- 
ous Buddha, or whether, acknowledging 
no connection with any religious system 
you are one of those who by clean and 
upright lives unconsciously worship the 
Unknown God to whom the Greeks 
erected an altar on Mars Hill, if each 
of you, and all of those under your in- 
fluence and control, will go each to his 
own field, and let square dealing, a high 
sense of honor, frankness to prospects 
and policyholders, fairness to competi- 
tors, and a real regard for the clean and 
proper conduct of the business govern 
your future activities, the ideal condi- 
tions for which in our associations we 
labor will be speedily attained. It is 
clearly up to us as individuals. Associa- 
tions can bring the men together, crys- 
talize. sentiment, educate to proper 
methods and standards and spread the 
right spirit, but accomplishment de- 
pends upon how the individual will act 
in his daily business. It is a question 
each person must decide, and the 
humblest agent shares the responsibil- 
ity equally with the leaders in his field— 
it may be his quiet influence and ex- 
ample which will result ultimately in 
the right settlement of the question. It 
is up to you and me; the result depends 
upon you, Mr. Agent, and you, and you, 


and you, and the question I leave with 
you, a question which I hope will recur 
to you in the exigencies of your daily 
cusiness life, is whether you individual- 
ly will hasten the desired result by al- 
ways doing the right thing. Will you? 
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GET TO THE POINT. 





The Union Life Gazette published by 
the Union Life of Toronto, reproduces 
come stimulating paragraphs from 
Spare Moments, reative to the necessity 
fur getting down to the point in talking 
business. If there is one thing that 
:Uls the prospects of a salesman more 
than another it is to ramble and hesi- 
tate in presenting his proposition. The 
average individual may not always pai- 
ronize, but certainly admires a sales- 
man who states his ‘business clearly 
und effectively and goes along allowing 
others an opportunity to attend to their 
affairs. 

We 
tion: 

“Get righ£ down to 
means the difference 
and suecess for you. 

“Lineoln’s wonderful ability as a 
lawyer laid largely in the fact that he 
had trained himself to distinguish un- 
erringly the pivotal point in every 
case presented for his consideration. 
He acquired the faculty of sifting out 
at the very beginning all that was us«- 
less and irrelevant and getting directly 
at the kernel of the whole matter. 

“Napoleon’s unequaled success as a 
General was due to his ability to select 
the vital point in the enemy’s ranks for 
attack, and then to mass two men 
where his cpponents had but one. 

“The man who allows himself to be- 
eome side-tracked is lost. The critical 
point arrives and he is not ready to 
seize it. Another, who has learned to 
zet to the point, grasps the opportunity 
ind builds it to success. 

“Keep the goal in view. Consider 
what it is you are aiming for—what 
vou are trying to accomplish. 

“Don’t dawdle. Every moment spent 
in drifting represents time and strength 
wasted which should have gone to 
building up your success. 

“You will often waste more mental 
energy in an hour of idle, aimless talk- 
ing than you would expend in gool, 
honest, hard work for an equal period. 

“Take command of yourself, then, 
and keep your mind focused on ‘the 
main point.” 


quote from the article in qués- 
the point. It 


between failure 


A. E. Howell, superintendent of the 
Reading district of the Reading Mutual 
Life has been advanced to the post of 
Inspector of the Monthly Premium De- 
partment, at the home office. His suc- 
cessor is H. L. Reber, formerly assist- 
ant for the Metropolitan. Mr. Howell 
is a young man who has made progress 
in the insurance business througa an 
application of unlimited energy and 
good substantial business ability, 
meriting the success achieved. 





Levi J. Regan, superintendent of the 


Pittsburg-South district of the Metro- 
politan, celebrated his sixteenth anni 
versary with the company by giving 


a “smoker” to his staff and friends in 
the, district’s handsome new Offices in 
the All Nations Bank building. Mr. 
Regan may be advancing in years, but 
he has the happy faculty of retaining 
a disposition waich for business ag- 
gressiveness and joviality makes him 
as “young as the youngest.” 





William F. Burke, assistant in charge 
of the detached office of the Metro- 
politan at Williamsport has resigned 
to become superintendent of the Read- 
ing (Mutual Life at Scranton. His suc- 
cessor is L. G. Bullard, formerly super 
intendent at York, Pa. 





W. J. Whalen, assistant of the Metro- 
politan in the detached office at Sham- 
okin, Pa., has been promoted to a super- 
intendency and placed in charge of the 
York district. 


New Office for Metropolitan Life. 


Under Tuesday's date President John 
R. Hegeman of the Metropolitan Life, 
announces: 

“The Board of Directors recently 
created the new office of General Solicit- 
or, and has this day appointed the Hon. 
William J. Tully, recently the Attorney 
of the Association of Life Insurance 
Presidents, to fill the office. The Com- 
pany and its Field Force are to be con- 
gratulated upon the selection. 

“By resolution of the Board, the Law 
and Claim Division has been divided, 
and the Law Division made a separate 
Division under the charge of Mr. Tully; 
and with this Division has been merged 


the bureau heretofore in charge of As- | 


sistant Secretary Betts, who will be as- 
sociated with Mr. Tully. 

“And by a like resolution the Investi- 
gation Division has been merged with 
the Claim Division, under the name of 
the Claim and Investigation Division, 
and placed in charge of Mr. David L. 


Buckman, heretofore .ae head of the 
Law and Claim Division. Mr. W. H. 
Gaston, Manager of the Investigation 


Division, becomes associated with Mr. 


Buckman.” 





AUTOMOBILE INSURANCE FOR THE 
TOURIST. 





The moment a person travels outside | 


ot beaten paths the danger from acci- 
dent is materially increased. The rea- 
son is obvious. In daily routine one 
becomes familiar with every possible 
hazard and unconsciously uses proper 
caution. The traffic of the vicinity is 
thoroughly understood, and danger spots 
are either avoided or negotiated with 
care. When traveling in unfamiliar 
parts one is not acquainted with condi- 
tions and cannot guard properly against 


danger. Consequently the chances of 
accident are very much greater than 


they are at home. 

Insurance companies writing accident 
policies recognize this increased danger 
from travel, and many of them provide 
in their contracts for double limits in 
event of accidents caused by travel. Lia- 
bility policies, of course, do not provide 
for any increased limits, but they are 
written to cover no matter where the 
owner of the car may be operating with- 
in the confines of the United States and 
Canada. 

In making daily trips within a certain 
radius of home, an automobilist becomes 
familiar with all the turns in the roads 
and the conditions he is likely to meet 
in the way of other traffic, pedestrians, 
etc. When touring, on the other hand, 
he constantly meets with 
turns and new conditions. At home a 
frightened horse is something unheard 
of, but on a tour they are very frequent- 
ly met. In one’s own city there are 
certain ordinances which everybody 
knows and observes, while in others the 
regulations are different and the uncon- 
scious non-observance of them may 
cause trouble. 


Not only is there greater danger of 
causing an accident while touring in an| 


automobile, but there is also greater in- 
convenience attaching in the event of 
such an occurrence. If an unreasonable 
claim for damages is made, either at 
the time or later, the inconvenience and 
annoyance of having personally to han- 
dle the matter from a distance of sev- 
eral hundreds miles is considerable. An 
insurance company can handle a damage 


case in one part of the country just as | 


well as in another, there being compara- 
tively little difference to it where an ac- 
cident occurs. It has a corps of adjust- 
ers and attorneys which reaches every- 
where, and it is in a position to make 
settlement where a claim is well-found- 
ed or contest an unjust claim in a man- 
ner impossible to an individual. 
Automobile insurance of all forms— 
(Concluded on page 16.) 
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METROPOLITAN LIFE INSURANCE COMPANY 


Lhe 
Metropolitan Life 
L[nsurance Company 


(Incorporated by the State of New York 
Stock Company 


Of the People 


The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1908 was: 
441 per day in Number of Claims Paid. 
6,343 per day in Number of Policies 
placed and paid for. 
$1,202, 353.00 per day in New Insurance 
placed and paid for. 


$166,634.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$126,996.37 per day in 


Assets. 


JOHN R. HEGEMAN, President 
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T. Wm. Pemberton, 1st Vice-Pres. 


LIFE INSURANCE 


| Insurance in Force, Dec. 31, 1908 


Payments to Policy Holders since Organization... 


J. G. Walker, President 


W. L. T. Rogerson, Secretary 


ORGANIZED 1871 


COMPANY 2: Vikeinia 





HOME OFFICE, RICHMOND, VIRGINIA 
The PIONEER Southern Industrial Life Insurance Company 
The OLDEST Southern Life Insurance Company 
The LARGEST Southern Life Insurance Company 
The Most Approved Forms of Life, Endowment and Industrial Policies Issued 


on Favorable Terms 
Assets, Dec. 31,1908................ 


$ 4,444,711.62 
63,309,202.00 
8,926,182.91 








Apply to Home Office, 1 


JOHN HANCOCK 
Mutual 
Life Insurance Company of Boston 


Good Agency Contracts to Good Agents 
78 Devonshire St., Boston 
or to 





W. N. COMPTON 
General Agent 
220 Broadway, New York 








FRAN IS MARSH 
Mgr. for Eastern Mass, 
202 Devonshire St., Boston Union Bldg., 9 Clinton St , Newark, N. J 
| The Company Issues the best and most liberal forms of Life, Endowment and Term 

Policies, complying with the rigid requirements of the Mas-achusetts Laws 


WHITE & FENWICK 
State Agents 

















THE GREAT AMERICAN’S 
LIFE BOND 
AGENT’S CONTRACT 
With Monthly Salary 


Something entirely NEW in the 
agency line, securing the 














agent’s work as a 
Permanent Life Investment 
For Particulars Apply to 


THE GREAT AMERICAN 


LIFE INSURANCE COMPANY 
ST. LOUIS, MO. 








SPECIAL 
CONTRACT 
SALESMEN 


Get my new policy. Leads them all. 
I know just what you need, and have 
got it. This is quick action for you. 
Write me to-day: 

CURTIS J. HEBERT, 


Southern Manager 


The Reserve Loan 
Life Insurance Company 


James Building, 
CHATTANOOGA, TENN. 
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This newsvaper is owned and pub 
lished every Thursday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William street, New York City. B. 
F. Hadley, President; G. A. Watson 
Secretary and Treasurer. The address 


of the officers is the office of this news 
paper. Telephone 2497 John. 


Subscription Price, $3.00 a year; Sin- 
gle Copies, 15 cents. 


Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 3, 1879. 


FOR IMPROVING CONDITIONS. 





Speaking of conditions throughout 


the Keystone State, a prominent local 
agent says that business has picked up 
materially during the past month. 
Losses were heavy in July, but August 
und September have shown a great im- 
provement 

He contends that what is needed 
more than anything else is a rigid fire 
narshal law in practical operation, un- 
der energetic, honest, capable manage- 
ment; tha f such conditions existed, 


ere would be a saving of fully 20 per 


now experienced, 


A most inter ng feature of his let- 
pertains to a 1 and their com- 
pensation. He¢ believes that agenis 
ay be of grea stan¢ to their 
companies in securing effective fire 
marshal laws On the other hand he 
favors a chan in agency compensa- 
} his sugg restion being that com- 
panies pay 10 per cent. commission and 
Uv per cen contingent. One of the 
beneficial results of the change wouid 
be to eliminate the broker, thus bring- 
ing about a natural increase in compen- 


éeation, 

A better selection of ri would also 
be made, so that the loss ratio would 
how a material change for the better 


INSURANCE HAD EXPIRED. 


A costly explosion entailing consider- 


able damage to property and injury to 


individuals was that caused by the ex- 


plosion of films stored in the Ferguson 


building, Pittsburg, which practically 


destroyed the structure. 

A feature which particularly attracts 
that the liabil- 
ding had been 


attention is the fact 
ity in th 


allowed to lapse only a few days before 


urance on bui 
the explosion. 

The cost of 
magnified to tremendous proportions as 
when the 
taken into consideration few 


insurance j sometimes 


compared with the real, but 


curity is 


owners and business men can 
afford to be without the protection af 
forded, 

The owners of the Ferguson building 


yroperty 


__ THE EASTERN UNDERWRITER. 


must feel somewat chagrined when not- 

ig the difference between the premium 
which would have been necessary to 
keep the liability insurance in force 
and the loss they are now compelled to 
suffer 





AN OLD TROUBLE. 


In noting the failure of an assessment 
insurance concern, a daily paper says 
that ‘“‘the one trouble with this particu- 
lar scheme has been that members 
would not pay assessments” and that 
as a result its liabilities commenced to 
materially outgrow its assets. 

That has ever been the troublg with 
assessment insurance; members simply 
will not pay assessments. It is also 
noteworthy that in a large (Very large) 
number of cases the liabilities have out- 
grown the assets. 





SALVAGE PLACED ON LIFE. 


The International Congress of Mari- 
time Laws at a meeting in Brussels, 
this week, adopted with practical unan- 
imity, the provisions of the proposed 
international convention relating to col- 
One of the 


clauses provides for the recovery of sal- 


lisions and salvage at sea. 


vage on human life as well as on cargo. 


GOOD LAW AND GOOD SENSE. 

In applying for the renewal of its 
$20,000 bond on a cashier, a bank made 
a statement to the bonding company 
that the books of the cashier had been 
audited and found correct, and that, so 
far as the bank knew, there was no 
reason Why the bond should not be re- 


newed. On the faith of that statement 
the bond was renewed. 

As a matter of fact the cashier was 
short $21,000 when the bank made its 
statement; but the bank acted in good 


faith, having no reason to suspect such 
shortage and having followed the usual 
methods of auditing. 

Under such a state of affairs the bond- 
ing company refused to pay the amount 
of its bond, taking the ground that it 
was released from liability by the state- 
ment of the bank that the books of the 
cashier had been examined and found 
correct. The case has just been fought 
out in the courts and the decision of 
the final court of appeals is against the 





bonding company. The position of the 
court is, in essence, that the bank did 
not guarantee the correctness of the 
cashier’s accounts, but only stated, or 


(if you please) guaranteed, that the ac- 
counts “had been found correct” by the 
auditor on his examination of them 
(the Pacific Reporter, 100, 825; Surety 
npany vs. Nichols). 

This decision seems to us a just one. 
course, a bonding company and 
bank can, if they please, enter into an 
agreement whereby it is expressly stip- 
ulated and understood that the bonding 
company shall incur no liability if as a 
matter of fact and irrespective of the 
knowledge or ignorance of the bank the 





Of 


person bonded is short at the renewal 
date. Sometimes, we regret to say, 
surety companies issue bonds of this 


narrow type, or ask banks to execute re- 
newal statements intended to limit the 
companies’ liability in the way de- 
scribed. 

No prudent banker would knowingly 
enter into such an agreement with a 
bonding company, and no right-minded 
company would attempt by indirection 
(by an entrapping renewal statemeni, 
for example) to reach an end that it 
would not venture openly to seek. The 
better way by all manner of means is 
our way—not to require the assured to 
commit themselves to unqualified dec- 
larations of fact, but only to make their 
statements “to the best of their knowl- 
edge and belief.”—Fidelity & Casualty 
“Bulletin.” 





October 7, 1909. 








INDEMNITY TO UNEMPLOYED 
LATEST IN GREAT BRITAIN. 
Proposed Extension of Labor Laws— 
Scheme to Help Those Honestly 
Seeking Work. 


Great Britain having taken the first 
step in the direction of German pater- 
nalism by its adoption of Mr. Asquith’s 
plans for old-age insurance, seems now 
determined to press forward boldly in 
this path. The latest move is a propo- 
sition of insurance against unemploy- 
ment. Consul General John L. Griffiths, 
of London, sends to the Department of 
Commerce and Labor a report on this 
new proposal of insuring the working 
man when out of work. 

The proposed legislation embodies 
three cardinal features, namely, it will 
be compulsory, contributory and speci- 
alized as to different groups of trade. 
The wage-earners when out of employ- 
ment must report to the nearest labor 
exchange, an institution under govern- 
ment auspices, which now seeks to arbi- 
trate strikes and to secure employment 
for working men. On reporting to this 
exchange an effort is first made to find 
employment for him. During the first 
week after his application, should no 
work be found for him, he is paid noth- 
ing, it being the assumption that he has 
saved enough when at work previously 
tc tide him over the brief interval of 
seven days. If no work can be found 
for him, he is to receive $1.92 per week 
for 15 weeks, if no employment is found 
for him during that period. Under cer- 
tain conditions he is paid his insurance 
for five weeks longer, but under no con- 
dition is he given assistance after a 
period of 20 weeks has expired. 


The Insurance Fund. 


It is not to be assumed that this in- 
surance is intended for men habitually 
out of work. It is intended solely for 
the steady and industrious working 
man, who temporarily finds himself out 
of work. It is not a charity by any 
means, for the man in the days of his 
prosperity has paid his premium. While 
employed he has paid a weekly premium 
of five cents to provide for himself in- 
surance when out of work. 

It is proposed to make this method of 
insurance a State institution by appro- 
priate legislation, because experience 
has shown the futility of voluntary 
schemes of insurance. Ordinarily the 
majority of the men interested in such 
schemes have themselves been out of 
employment, and hence are in no posi- 
tion to make the necessary payments. 
Contributions from employer, as well as 
employe, are regarded as essential in or- 
der to secure stability and permanence 
to the undertaking. It is further held 
that if the employer is known by his 
workmen to be a contributor to their 
insurance fund, there will be a better 
relation between workmen and em- 
ployer, and the present tendency among 
English working men to strike for al- 
most any provocation will decrease, and 
that there will ensue peace in the indus- 
trial world to the material benefit of the 
working men as well as their employer. 

The proposition to divide the insur- 
ance funds into trades, it is held, will 
solidify the interest of both employer 
and employe, and if there should be a 
depression in one trade, the scale of 
contributions or allowances paid into 
the fund by the employer, as well as by 
the employe, could be charged without 
affecting other industries. The project 
will first be applied to the trades of 
building, shipbuilding, engineering, con- 
struction work generally and vehicle- 
making, because these trades in the past 
have been subject to the most serious 
fluctuations, both of strikes and of in- 
dustrial deyression. It is said that one- 





OF PERSONAL INTEREST 


W. B. Bell succeeds T. Leigh Thomp- 
son as deputy insurance commissioner 
and fire marshal of Tennessee. Mr. 
Thompson resigned a short time ago 
to accept the vice-presidency of the 
National Life & Accident Insurance 
Company of Nashville. 











Trial of the former officers of the 
Ohio German Fire, of Toledo, charged 
with criminality in connection with the 
miserable failure of the concern, will 
begin on the 15th inst. 


Geo. E. Ide, president of the Home 
Life of New York, has just returned 
from a trip West, having journeyed as 
far as St. Louis visiting the agencies of 
the Company. Mr. Ide is not of an ex- 
citable temperament, but views presen! 
conditions and future progpects in the 
agency field most optimistically. There 
is a buoyancy in connection with men 
and business that speaks for prosperity 
for some time to come. 


A card from C. M. Logue of Pitts- 
turg, shows a view of Halifax, N. S., 


looking north from the Grain Elevator. 
There are few busier men than Mr. 
Logue, and if his visit to the beautiful 
spot in the North is for the purpose of 
a brief vacation, it is certainly one well! 
deserved and earned. 


the 
the 


in 
in 


third of all the workingmen 
United Kingdom are engaged 
trades just cited. 
Is Strongly Indorsed. 
Should the experiment prove success- 
ful other trades will be included, prefer- 
ence being given to those which experi- 
ence has shown are most likely to ex- 
perience frequent, violent or sustained 
depression. For the first the govern- 
ment, the employer and the workman 
will pay five cents a week, the working- 
man, of course, paying only his individ- 
ual contribution, while the State will 
contribute five cents for every working- 
mian engaged in the trades selected for 
the project, and the employer will pay 
five cents for each workingman in his 
employ. Out of these contributions a 
fund is expected to be raised sufficient 
to insure the workingmen during peri- 
ods of non-employment at their trades. 
The proposed legislation has the en- 
dorsement of the British Board of 
Trade, an official institution of great 
influence in the enactment of commer- 
cial or industrial legislation. The in- 
dorsement by the Board of Trade is al- 
most synonymous with the recommenda- 
dation by Mr. Asquith to Parliament. 
The organization of British employers 
have, as a rule, declared themselves as 
favorable to the plan. Curiously enough, 
many of the labor unions are opposing 
the project. Their opposition, however, 
has not yet been so aggressive as to 
threaten defeat, and there is, according- 
ly the strong likelihood of its ultimate 
adoption. 





Divide State of Washington. 


Two general agency appointments 
‘have been made by the Aetna Indem- 
nity Company in the State of Washing 
ton, George K. Bliss of Seattle will 
handle all lines in the Western half 
of the territory, while the Eastern sec- 
tion will be looked after by Chase and 
Company of Spokane. Both offices will 
report direct to New York. 





Pleading that it had no discretion in 
the matter the Illinois Insurance De- 
partment has issued a license to the 
Assureds National Fire, of Decatur, II1., 
of which concern Peréy B. Sullivaa, of 
Illinois National Fire fame is presi- 
dent. 
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FIRE INSURANCE DEPARTMENT | 








FIREMEN’S OF NEWARK 


OPENS WESTERN DEPARTMENT. 








With Headquarters at Chicago—Neal 
Bassett Will Handie Company’s 
Business in Seventeen States. 





The Firemen’s of Newark has rented 
handsome offices in the Home Insurance 
Building, 205 La Salle St., Chicago, and 
will open there on January 1st, a depart- 
ment office to cover the business in the 
Central Western States. 

Neal Bassett, who has been with the 
company as special agent for a number 
of years, will be the department man- 
ager. He will have charge of the busi- 
ness in the following States: Arkansas, 
Colorado, Illinois, Indiana, Iowa, Kan- 
sas, Kentucky, Michigan, Minnesota, 
Missouri, Montana, Nebraska, Ohio, Ok- 
lahoma, Tennessee, Utah, Wisconsin, 
and after the first of the year all agents 
in those states will report direct to 
him. 

The Firemen’s is a decidedly progres- 
sive company. Its premium receipts are 
double what they were five years ago, 
but the management does not intend to 
stop there. The corporation now ranks 
among the leading companies of the 
country, having a capital of $1,000,000 
and a net surplus of over $2,500,000. 





TRACTION RATING. 





Street Railway Companies Want Rep- 
resentation on Central Tariff Mak- 
ing Commission. 





There is a suspicion in managerial 
fire underwriting circles that someone 
in the business suggested an idea to the 
traction railway men, the outcome of 
which was the sending by H. J. Davies, 
chairman Committee on Insurance of 
the American Street and Interurban 
Railway Association, of a personal letter 
to this effect: 

September 24, 1909. 
“PERSONAL AND CONFIDENTIAL, 
“TO THE GENERAL MANAGERS OF 

MEMBER COMPANIES. 

“Gentlemen :— 

“The leading insurance companies 
are considering the establisihment of 
what they call a central inspection 
bureau for traction properties. The com- 
mittee on insurance of this association 
has asked that the association be per- 
mitted to name or appoint a member of 
this central or National bureau. 

“One purpose of the bureau is to in- 
vestigate and study electric properties— 
their construction and surroundings—so 
that reliable data may be obtained, from 
which the bureau may fix just and rea- 
sonable rates of insurance. Another pur- 
pose is to provide for the inspection of 
traction properties by special inspectors. 


The recommendations of these men, 
who, confining their work to electric raii- 
ways, will become experts on the sub- 
ject, should, and doubtless will, be re- 
spected and carried out by the insured, 
with the result that the danger of fire 
in such properties will be lessened and 
the average cost of insurance reduced. 

“If you favor the establishment of the 
proposed bureau, please write a letter to 
this effect, and mail it to the chairman 
of the committee on insurance. 

“The managers of the insurance com- 
panies are encountering some opposition 
in their advocacy of the plan, and a let- 
ter from you will be of great assistance 
to them and to your committee.” 





Attitude of Agents. 





The attitude of the local agents wita 
regard to traction business is taus set 
forth in an editorial appearing in the 
current number of the Bulletin, the of- 
ficial organ of the National Associa- 
tion. 

The National Association of Local 
Fire Insurance Agents has decided 
neither to approve or disapprove any 
proposal bearing upon the rating of 
traction or trust lines, for the reason 
that the Association cannot, under its 
principles, concera itself with rate- 
making. Its interest in the situation 
is confined to protecting the interests 
of local agents, and agency opinion 
upholds the action which the officers 
of the association took during the past 
year to this end. 

Agents are ready to co-operate with 
their companies toward uniform rates, 
or in any proposal which will enable 
the companies to hold this business 
and write it through their agents. But 
they are opposed to anything waich 
will result in the loss of the business 
to them and the writing thereof by 


agency companies for brokers. In other 
words, agents feel that the issue 
should be clearly drawn between 


agency companies and their agents 
and brokers who are attempting to con- 
trol this business and take it away 
from the local men. 





CAPITAL FULLY PAID IN. 





Peoples National Fire of Philadelphia 
In the Million Dollar Class. 





Louis S. Amonson, president and chief 
organizer of the Peoples National Fire, 
of Philadelphia, announces that the 
Company’s capital of $1,000,000, has 
been fully paid in. This final accom- 
plishment, attained in spite of the most 
severe difficulties, again emphasizes 
that nothing is impossible to the man 
who dares, and refuses to be discour- 
aged. Hats off to Mr. Amonson. 





HUNDRED PER CENT. DIVIDEND. 





Pium for Stockholders of the American 
of Newark—Company’s Capital to 
be $1,000,000. 





A melon of generous proportions is 
shortly to be cut among the fortunate 
shareholders of the American Insur- 
ance Company of Newark, N. J. So ag- 
gressive and successful has this corpor- 
ation been that it now proposes enter- 
ing the millionaire class, and securing 
the additional prestage accruing by vir- 
tue thereof. In other words the direct- 
ors of the institution propose an in- 
crease of $250,000 inthe capital,bringing 
that item up to an even million dollars. 

Speaking of the intended step, Pres- 
ident P. L. Hoadley said: 

“A meeting of our stockholders has 
been called to pass upon the proposed 
increase on the llth inst. I am inclin- 
ei to believe, that the action of the 
board of directors will be ratified as 
the new issue will be offered to stock- 
holders of record at par, while our 
stock at present has a book or market 
value of 500 bid, with a higher figure 
asked. 

“Assuming that the proposed increase 
of thirty-three per cent. in our capital 
stock should reduce the market vaiue 
to perhaps 400, stockholders permitted 
to purchase the new issue at par would 
receive the equivalent of a hundred per 
cent. dividend based on our last issue 
of $150,000 stock, which during ‘he 
panic period of a few years ago sold at 
300. 

“The latter issue was made to take 
over, by way of reinsurance, the busi- 
ness of some Western companies that 
were affected by the San Francisco fire. 
The present increase is intended to put 
our company in the class our business 
warrants.” 

Last year after slightly increasing its 
reserve the American added over $350,- 
000 to its net surplus. Thus far in 1909 
it is understood to have more than 
maintained its good record, and the in- 
creasing of the capital is an assurance 
ihat the Company’s management intend 
continuing a forward course. 





WESTERN UNION. 





Organization Names Membership Com- 
mittees for Next Half Year. 





A Chicago despatch to the “Journal 
of Commerce and Commercial Bulletin” 
states that: 

Unusually few changes were made in 
the personnel of the Union committees 
which have been appointed for the en- 
suing six months by President Lenehan. 
H. N. Kelsey of the Sun succeeds Cofran 
and Dugan on the governing committee, 
which otherwise is as heretofore. The 
members are F. C. Buswell of the Home, 
J. F. Downing of the Insurance Compa- 
ny of North America, H. C. Eddy of the 
Commercial Union, A. J. Harding of the 
Springfield, H. N. Kelsey of the Sun, P. 


D. McGregor of the Queen, C. H. Barry 


11 


of the Pennsylvania, C. W. Higley of the 
Hanover, G. H. Lermit of the Northern, 
Walter H. Sage of the German Ameri- 
can and T. E. Gallagher of the Aetna. 

The governing committee organized 
by re-electing T. E. Gallagher as chair- 
man and Walter H. Sage as vice-chair- 
man. The only other change made on 
the Union committees was on the arbi- 
tration committee, where S. D. Andrus 
of the Georgia Home succeeded H. N. 
Kelsey, transferred to the governing 
committee. 





A GOLDEN OPPORTUNITY. 





(Continued from page 1.) 
an organization of property. owners and 
rectors and to decide the location of the 
home office, to have no connection with 
any special interests or other insurance 
company, and as far as possible to form 
residents of the Anthracite region for 
the protection of our propety, by the 
payment of damages to public institu- 
tions and private individuals who have 
received injuries and loss to their prop- 
erty as the result of fire and mine caves. 

“A meeting will be called as soon as 
one hundred or more subscribers have 
been secured for the purpose of prelim- 
inary organization.” 

To Fix Legal Liability. 

Mr. McColgan further announces that 
it is the purpose of the Peoples Anthra- 
cite when fully launched to investigate 
mine cave-ins, and fix responsibility 
therefor in this wise: 

“Should a mine cave insurance com- 
pany be formed, it would be the com- 
pany’s business, after paying a loss as 
the result of a cave-in, to investigate 
and fix the responsibility, and if it was 
through the neglect of the mine owner 
the company would be very apt to col- 
lect the damages, after having the right 
of action assigned to it by the prop- 
erty owner. 

“A powerful insurance company with 
money at its command, having regularly 
paid engineers and attorneys employed 
by the year, meeting with occasional 
loss, would do more to prevent future 
caves than all other means yet suggest- 
ed. Had there been a company of this 
kind in business at the time of the re- 
cent cave-in on the West Side, by this 
time all damages would have been ad- 
justed and paid, the owners of property 
who met with loss would be rebuilding 
and all talk subsided, while the com- 
pany would be proceeding in a quiet 
way tr¥ing to recoup what it had paid 
in damages. 

“If the people knew to a reasonable 
certainty that there would be no more 
caves, there would be no need of an in- 
surance company. No one, however, 
had any warning of the one some time 
ago at Lafayette street and Hyde Park 
avenue, nor of the more recent one, and 
should another occur, no one will be in- 
formed. It is just the uncertainty that 
proves the necessity of such an institu- 
tion. This company, if formed at all, 
must be done so by the smaller property 
holders, as the property of the rich are 
better located and not in such danger of 
mine caves.” 





San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT from 
funds largely supplied by head 





office in Liverpool 





U.S. Cash Assets, Dec. 31, 1908 $13, 
Surplus, i oo a 
Losses Paid by Chicago Fire, 1871  3,239,091.00 
1,429,729.00 
051,543.00 


Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 | 


iverpool 


AND 


———— 
_—_—_——- 


212,749.00 
973,879.00 


Condon 
an Globe 
Insurance Zo. 








Over 








Losses Paid in the United States 
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RESIDENT MANAGER 


G. W. HOYT, 
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NEw YORK OFFICE 


$116,000,000.00 
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B. KREMER Jr. and T. A. WEED, 
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NO A VIOLATION OF LAW. 
Wisconsin Attorney-General Says 


Agents May Receive Commissions 
Upon Their Own Business, 





A ruling by the attorney-genera] of 
Wisconsin is to the effect that agents 
of the State will not violate the anti-re- 
bate law if they take commission upon 
their individual business. Since the 
enactment of the anti-rebate law by the 
last Legislature, according to the New 
York Commercial, this statute has been 
considered as prohibiting agents from 
writing policies on their own property 
and receiving commissions therefor. 
The agents contended otherwise and 
Commissioner Beedle asked for an opin- 
ion, stating two points, as follows: 

“1. Can a person holding a certificate 
of authority under section 1976,or a firm 
or person holding such authority, law- 
fully write policies and receive commis- 
sions for insurance upon property own- 
ed by one or more members of such 
firm or agents, or owned by a firm, as- 
sociation or corporation of which such 
insurance agent is a partner, member, 
stockholder, director or officer? 

“2. In the case of a firm of liceased 
agents, can the commission on a policy 
written on the property of one partner 
be lawfully paid to the other partner?’ 

The attorney-general says: “After 

hearing the arguments of numerous 
persons on both sides and after giving 
the matter careful consideration, I have 
arrived at the following conclusion: 
The only statute having a direct bear- 
ing on the question is the section which 
Says: 
“‘“No insurance company doing business 
in this State, other than a life insur- 
ance company, and no agent, officer or 
employe thereof, shall offer to pay or 
2ilow, or offer or agree to pay or allow, 
as an inducement as an insurance, any 
rebate of the premium paid or payable 
under its policy, or any special favor, 
advantage, benefit, valuable consider- 
ation or inducement whatsoever not 
specified in its policy.’ 

“This section, in my opinion, contem- 
plates transactions between a fire in- 
surance company, its agents, officers 
and employes on the one hand, and the 
insurance public on the other, its osten- 
sible purpose being to prohibit the com- 
pany, which must and can act oniy 
through its agents, officers or employes, 
from making any discrimination whatso- 
ever between insurants solicited by its 
officers, agents or employes, to taie 
out insurance. I fail to appreciate what 
reason there could be for prohibiting an 
agent from earning and receiving a 
commission for writing a policy on his 
own properiy. 

“The commission received by the 
agent under the circumstances would, 
in my opinion, be the compensation 
earned by him for the services render- 
ed to the company in writing the policy 
and not a rebate of the premium, spec- 
ial favor, benefit, advantage, valuable 
consideration, or inducement. 

“In the absence of a definite prohibi- 
tion, I am of the opinion that said sec- 
tion was not intended to prohibit an 
agent from receiving the usual commis- 
sion for writing a policy on his own 
property or on property in which he is 
interested, whether partnership or cor- 
porate.” 





When States Make Rates. 
Some of the difficulties to be experi- 


enced when States make fire insurance 


THE EASTERN UNDERWRITER. 


rates will probably be defined if the pro- 


posed legislative rate-making in one of 
the Southern States becomes effective. 

With the aid of schedules now in use} 
by insurance companies in that State, | 
the Insurance Commissioner is to make | 
rates based on the average loss ratio | 
(about 57 per cent.) for the last ten 
years. Having thus established a sort 
of “list price’ for insurance, onaieas | 
thereto or discounts therefrom are to} 
be made to meet changes in the loss | 
ratio, whenever it exceeds or goes be- | 
low the average on which the basis or| 
“list price’ was established. | 

This method of making prices is all | 
right for meeting the small variations 
in cost of producing hardware or other 
merchandise; but applied to fire insur- 
ance rates it might embarrass property 
owners when general conflagrations, 
like those of Boston, Baltimore, San 
Francisco and others that have or will 
occur, suddenly raise their insurance 
rates 10 per cent. to 500 per cent. and 


allow them to slowly decrease during 
the succeeding years, until a normal 
loss ratio for a ten-year period has 


again been reached. 

To the average insurance mind it 
seems impossible that such legislation 
could be seriously considered; but on 
the other hand, experience shows that 
the mental processes by which some of 
our lawmakers reach conclusions “are 
past finding out.’—‘“Firemans Fund 
Record.” 





CALUMET PAYS DIVIDEND. 





Stock of the Plucky Chicago Company 
Put Upon 12 Per Cent. Basis. 


A dividend of three per cent, has 
heen paid shareholders of the Calumet 
Fire, of Chicago. If, as is reported will 
be the case, a like amount will be de- 
clared every quarter, stock of the Coia- 
pany will be upon a twelve per cent. 
basis, and the fortunate owners thereof 
will be able to dispose of their holdings, 
should they care to do so, at a heavy 
premium. The stock however, will un- 
doubtedly ccentinue to be closely heid 
for investment. An additional $100,000 
is to be made to the capital of the Cal- 
umet, bringing that item up to $300,- 
090; as the new shares will be sold at 
250, the net surplus of the Company 
will be increased by just $150,000. 

The Calumet has made a plucky fight 
for success against heavy odds, and 
that it is now upon a firm basis is right 
good news to all familiar with its his- 
tory. A. W. Haight of New York City 
is the Company’s Eastern general agent 
aud has done his part in its upbuilding. 





Home Again Shows Its Good Faith. 





Chairman J. H. Southgate of the 
grievance committee requests the Bulle- 
tin to notify the members of the Na- 
tional Association that since his report 
was written dealing with the attitude 
of the Home Insurance Company of 
New York toward a dual, non-board, 
agency appointment at Nashville, Tenn., 
that the situation has been adjusted by 
the company with satisfaction to all 
parties concerned. He desires to state 
further that the action of the company 
in this matter is greatly appreciated as 
another evidence of its purpose to co- 
operate with the agents’ association in 
the maintenance of good practices.— 
American Agency Bulletin. 





On Monday next a special meeting cf 
the Wisconsin Field Men’s Club will be 
held to consider the formation of a 
State fire prevention bureau. 











H. G. Hoffman, 


Dixie Fire, State Mutual Life, Commonwealth Fire of Dallas, National 
Lumber, Austin of Texas, The Republic Underwriters of Dallas, Peopies 
National Fire, Philadelphia 


All Losses Adjusted and Paid from this Office 


Address—Mt. Sterling “The Hartford of Kentucky ” 


General Agent 
for Kentucky 
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REDUCE YOUR INSURANCE COST 


—BY USINC— 


IMPERIAL 





RUXTON & SWART, Agents 
290 Broadway, New York 


Non-explosive Tanks, Cans and Safety Devices for all 
Explosive Liquids 
Imperial Cans are the only Cans Inspected and Labeled by the 
National Board of Underwriters 
— MANUFACTURED BY—— 


UNIVERSAL SAFETY TANK & CAN COPIPANY 
72-78 North May Street 


CHICAGO 


LEWwis E. TRACY, Agent 
492 Atlantic Ave., Boston 








WANTED 


BROHERAGE BUSINESS 
We have excellent facilities for placing 
Insurance on Special Hazards 
of every description anywhere in United States 
LIBERAL COMMISSIONS PAID 
Cc. R. CHADWICK & CO. 


Second National Bank Bldg., Cincinnati, O. 
Long Distance Telephone Canal 460 


NEW YORK TORONTO 
LONDON CHICAGO 


McLEAN STINSON & CO., Ltd. 


Surplus Line Underwriters 
43 CEDAR STREET 
New York 
Telephone 264 John 
$25,000 Binder at London Lloyds 








JOHN C. PAIGE CO. 
INSURANCE 


Teutonia, La. Buffalo Com’l, N. Y. 
65 KILBY ST. BOSTON, MASS. 68 te 76 Maiden Lane, New York City 
——— 


F. H. ROSS & SON 
Metropolitan Managers 
Buffalo German, N. Y. Standard, N. J. 








ARNOLD & WANNEMACHER 
REPRESENTING 4 
Teutonia of Allegheny, Pa. 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 
438 WALNUT ST., PHILA., PA. 











ROBERT R. TUTTLE 
SYRACUSE, N. Y. 
New York and Pennsylvania 
GENERAL AGENT 
Reliable Fire Insurance Companies 











WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE GCO., of Ohio 





100 WILLIAM STREET - - - - New York 








NATIONAL UNION FIRE INS. CO. 


OF PITTSBURGH 


ATLANTA HOME INS, CO. 


OF ATLANTA 


CAPITAL FIRE INS, CO. 


OF NEW HAMPSHIRE 


NORTHWESTERN NAT’L INS. CO. 


OF MILWAUKEE 


179 REMSEN ST. 





IRVIN UNDERWRITING CO. 


REPRESENTING 





OFFICES 


GARFIELD 
BUILDING 


BROOKLYN, N. Y. 


SECURITY INSURANCE CO. 


OF NEW HAVEN 


SUN INSURANCE CO. 


OF NEW ORLEANS 


GERMAN INSURANCE CO, 


OF PITTSBURGH 


SCOTTISH UNION & NAT. INS. CO. 
OF EDINBURGH 





26 COURT ST. 
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AMERICANS IN CANADA. 





Business Transacted by Our Home In- 
stitutions in the Dominion During 
the Past Year. 


From the annual report of the Sup- 


erintendent of Insurance for Canada, 
the followinig interesting data concern- 
ing the operations of American compa- 
nies represented in the Dominion last 
year is taken. Of the gross liability of 
$1,466,294,021, assumed by all insurance 
companies during 1908, $253,383,160 was 
written by American offices, who also 
received $3,893,318 of the total premiums 
of $21,962,432. The average rate of pre- 
mium secured by our home institutions 


Aetna Insurance 

Connecticut Fire 

German American 
Hartford Fire 
Home Fire Fore Sah ie daca SiC aka 
insurance Co, of North America....... 
{umber Insurance Co.............+-++- 
National Fire 
Phenix, of Brooklyn 
Phoenix, of Hartford...............+++: 
Queen, of America 
Rochester-German 

Springfield Fire & Marine 
St. Paal Fire & Marine............<-. 





New Reservoir at Syracuse, N. Y. 





The concrete foundation has been 
completed and the first part of the steel 
work of tae new high pressure reser- 
voir of the Syracuse, N. Y., water sys- 
tem has been placed. The reservoir is 
located on the high ground above the 
Woodland reservoir and will be supplied 
direct from the second conduit line from 


Skaneateles lake. When in use it 
will supply the high sections about 
Syracuse University and to the cir, 


about Syracuse University and to the 
grounds. 

A main running from the high pres 
sure reservoir up University Hill is now 
being constructed by Contractor Clin- 
ton Beckwith. The work on tais main, 
if is expected, will be completed this 
fall. It will carry water from the reser- 


Rate of 








Gross Premiums 
Amount Charged The 
of Risks Premiums per cent same 

taken during charged of risks for 
the Year thereon taken 1007 
$17,359,707 $263,138477 1.52 1.51 

8,937,860 148,603 27 1.66 1.72 
17,209,153 241,62600 1.40 1.53 
50,493,833 757,033 3 1.50 1.57 

26,949,190 391,92017 1.45 1.49 
386,13036 1.41 1.42 

100,628 39 2.21 2.44 

26,49718 1.85 .... 

376,560 31 1.60 1.61 

232,099 80 1.46 1.48 

749,505 37 1.58 L#1 

84,34714 1.50 1.55 

1,391,026 22,53089 1.62. .... 
5,413,358 112,90151 2.09 1.48 

$253,383,160 $3,893,318 47 1.54 1.56 








was 1.54, as against 1.51 had by the voir to the high ground without giving 


Canadian, and 1.48 by the British com- 
panies. 

The business of the past twelve 
months shows a gain of $13,942,640 in 
liability, assumed by the American of- 
fices, the individual company records be- 
ing as here shown: 

“Increase.—German-American, 
234; Hartford Fire, $1,497,676; Insurance 
Co. of North America, $208,596; Lumber 
Insurance Co., $1,449,684; National Fire, 
$1,435,381; Phenix of Brooklyn, $714,596; 
Queen of America, $2,634,650; Roches- 
ter-German, $290,755; Springfield Fire 
and Marine, $1,391,026; St. Paul Fire and 
Marine, $4,353,146. Total, $16,730,744. 

“‘Decrease.—Aetna Fire, $507,269; Con- 
necticut Fire, $644,338; Home Fire, 
$969,755; Phoenix of Hartford, $666,742. 
Total, $2,788,104. 

“The receipts for premiums inciud- 
ing the inland marine business of the 
Actna Fire, the Insurance Company of 
North America, the St. Paul Fire and 
Marine and the tornado business of the 
Phenix of Brooklyn, and the Springfield 
Fire and Marine, were $3,331,353; the 
payments for losses, $1,868,137, and the 
general expenses, $931,598. Hence for 
every $100 of premiums received there 
were spent on the average $56.08 in 
payment of losses, and $27.96 in general 
expenses. 


2,755,- 


The following detail gives the _bal- 
ances for the different companies: 
Balances in favor.—Aetna Fire, $86,- 


518; Connecticut Fire, $9,944; German- 
American, $16,540; Hartford Fire, $120,- 
047; Home Fire, $76,087; Insurance Co. 
of North America, $28,582; Lumber Ins. 
Co., $7,535; National Fire, $5,423; Phe- 


nix of Brooklyn, $74,346; Phoenix of 
Hartford, $37,385; Queen of America, 


$29571; Rochester German, $11,920; 
Springfieid Fire and Marine, $2,576; St. 
Paul Fire and Marine, $25,544. Total 
balance in favor, $531,618. 

The results of the total business of 
these companies, from 1875 to 1908, in- 
elusive, are as follows: 
2aid for losses (1875-1908). .$21,361,201 
Paid for general expenses... 9,467,548 


Total payments .......... $30,829,049 

Received for premiums .. 34,904,023 
Excess of receipts over 

payments covcsese 94,074,974 


any distribution service along the route. 
Mr. Beckwith, who has the contracts 
for fifteen miles of the second conduit 
line west from the reservoir toward 
Skaneateles lake, expects to complete 
his contracts in about two weeks. 





MIXED COMPANY. 





A Rare List of Insurance on a Newark 
Manufactory. 


Of the companies mentioned below as 
being on the risk of the Waverly Paper 
Box Board Company, of Newark, N. J., 
recently burned, are several thoroughly 
gcod institutions. These should e 
heartily ashamed of the association in 
which they are placed: 


Firemen’s & Mechanics’ of In- 

RE Se $1,000 
Assurance Co. of America ...... 1,500 
Madison Insurance Co. of Madi- 

Na: t nies) tae ate eanadheh ins 1,000 
co _, Seen eee 2 500 
Falls City of Spokane, Wash.... 1,500 
Western Reserve of Cleveland,O. 2,000 
PE wh bee6er ts 0-—weweaw keene 2,590 
Ins. Underwriters of Spring Gar- 

eee ree ee 5,000 
London Mutual of Canada....... 2,500 
a ee ee 2,500 
American Nat. of Rock Island... 1,500 
Mississquoi & Rouville Mutual.. 1,509 
Fire Underwriters’ Policy Nat. 

Wee Ms Re i ais a hice a ala) wikerace 1,050 
British Crown Association Corp. 3,000 
Wee POTS obs aecskskse's 1,600 
SE ee Pare 1,000 
Michigan Millers’ Mutual ...... 1,500 
American of Philadelphia ...... 1,500 
Grain Shippers’ Mutual ........ 1,500 
TOE WED oon cc cnc cccccces 1,500 
Peoples’ National of Pa......... 1,500 
American of Pennsylvania ..... 1,090 
Pilot Insurance Co., Limited.... 1,500 
Factors’ Fire Ins, Co. of Mem- 

Se NG ss bonne ds). pomiancme ea 1,600 
Hernando Ins. Co. of Memphis, 

Matta wis sak Wealee cae 1,000 
Louisville Ins. Co. of Kentucky... 1,000 
Blue Ridge Fire Ins. Co. of Geor- 

| re Re ee ee 1,600 
Acme Fire Ins. Co. of Iowa...... 1,000 
Sterling Fire Ins. Co, of Quebec. 1,000 


ere ere ee ery are 1,000 
Phoenix Ins. Co.of Pasadena,Cal. 1,000 
Equity Fire Ins. Co. of Missouri. 1,500 


La Guarantie Ins. Co. of Paris 

LG hha sid. wasn etwas 1.504 
Western Fire Ins. Co.of Phoenix, 

sie ioe eend 802. oes se05 1,500 
Western Empire Ins. Co. of Spo- 

RN Seduce pbwarkd eens 2 G00 
National F. & M. of Elizabeth... 1.500 
Rimouski Fire Ins. Co. of Canada 2,500 
Anchor of Des Moines, lowa..... 1.000 
WD co sivnerscaw ch veeam vive 1,500 
United London & Scottish...... 1,400 

ED Anidatich aoa $63,000 

GOOD FOR MONONGAHELA. 
Pittsburg Company Takes Over Busi- 


ness of Commonwealth of lowa— 
W. G. Whilden, Vice-President. 









The Commonwealth Fire Insurance: 
hate f 
Net Cash Net Cash Losses 
paid Received paid per T) 
during during the entoft same 
the Year Year for premiums for 
for Losses Premiums received 1% 
$88,935 44 232,899 53 38.19 34.20 
85,954 01 129,506 53 66.37 49.18 
131,174.28 196,682 54 66.69 46.71 
318,157 73 636,685 90 49.97 46.96 
188.050 86 345.068 05 5450 59 90 
206,883 21 335,271 44 61.71 49 26 
54,275 74 82,739 87 65.60 24.73 
1,104 70 12,61713 8.76 
176,131 93 327,690 79 53.75 59.35 
$4,447 84 181,994 16 46.40 37.67 
430,842 30 642,599 01 67.04 54.56 
40,003 37 68,349 70 58.53 84.31 
None. 8,722.27 ... 
$1,543 45 87,571 67 47.44 
$1,847,504 86 $3,288,498 59 56.18 50.14 


Company of Ottumwa, Iowa, has ref: 


sured all its cutstanding business in th 
Monongaheia 


Pittsburg, Pa. 


Insurance Company of 
For the present the bu: 
aess of the former Company will cua 
tinue without interruption. 

The stockholders of Common 


wealth have become largely interest: 


the 


in the new issue of the capital stock of 
the Monongahela on a basis of $150 pet 


share, which will at strengthen 


once 


the capital and surplus of the Pitts 
burg corporation, and be of valuablh 
assistance in holding the Common 


wealth’s excellent business in the State 
of Iowa and elsewhere. 


H. P. Magill & Co., of Chicago, will 
represent the Monongahela for ch« 
State of Iowa, F. M. Rice, of that firm 
having been vice-president of the 


Des Moines Fire Insurance Compan) 


for a number of years, which gave him 
a strong following and wide acquain 
ance throughout that State. The Com 
iInonwealth’s stockholders will hav 


representation on the Monongahela’s 
Board of Directors. Secretary Chas. D 
Hirst, of the Commonwealth, wiil b: 


come connected with Whilden & Han 
cock, managing underwriters of th 


Monongahela, and will later remove to 
New York City. 

The Commonwealth Fire 
ized in 1905. The stockholders have 
paid in $200,000 cash capital and $109, 
000 cash surplus. The Company’s com 
hined loss and expense ratio to and in 
cluding December 31st, 1908, aggregat 
ed 35.5 per cent., with an expense ratio 
of 45.5 per cent. The Company 
been conservative, its lines 


Was organ 


} 


has 
have been 


small and well distributed, and its loss 
paying record has been excellen 
Practically all of the stockholders of 
the Commonwealth are located 


in Ot- 
tumwa, and represent the leading inter 
ests of that city. 





Loss at Malden, N. Y. 


A loss approximating $40,000 was 
caused through the burning of the Mal 
den, IN. Y., plant of tae New York Roof 
ing Tile Company some days ago. But 
$10,000 of insurance was carried on the 
destroyed property. 
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“The Leading Fire Insurance Company” 
of America.” 








WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 
Assistant Secretaries, 
A. N. Williams, E. 8. Allen, 
E. J. Sloan. Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 


Cash Capital - + + $1,000,000.00 
Cash Assets - + +  $4,395,625.89 
Cash Surplus to Policy 

Holders - - + $2,063,044.01 


The real strength of an Insurance company is in the con- 
servatiom of its management, and the management of 
THE HANOVER is an absolute assurance of the seeurity 
of its policy. 


R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 














WESTERN 
ASSURANCE CO. 


of Toronto, Canada 


—_——— 
UNITED STATES BRANCH 
ry 1, 1909 
Asset $2,184,632,00 
Surplus U.S 725,210.00 
HON. GEO. A. COX, Presice 
W ee K & JOHN HOSKIN, kK. C., LL. D 


W. B. MEIKLE, Get Ma 








GERMANIA 
FIRE INSURANCE COMPANY 
NEW YORK 


ORGANIZED 1859 


Cash Capital ..... $1,000,000.00 
ee 5,874,016.00 
Net Surplus....... 1,509,442.33 


Surplus for Policy 


Holders. 


HEAD OFFICE: 
Cor. William and Cedar Streets 


2,509,442.33 
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LOATH TO LOSE PARKER. 
Hartford Underwriters 
Have Prominent General 
Leave Their City. 


Unwilling to 
Agent 


Hartford, Ct., Oct. 6th.—Charles EF. 
Parker this week made a definite state- 
ment to a representative of the East- 
ern Underwriter to the effect that 
though the published accounts of his 
having been selected as president of 
the North American were 
plimentary indeed, he had as 
ceived no intimation that his name had 
been considered by the directors of 
that Company, except as such printed 
reports had beeg brought to his atten- 
tion. 
in the matter. A prominent Hartford 
insurance official said, however, that 
he had known that the North Amer- 
ican people had given out various asser 
tions as to their deep appreciation o! 
Mr. Parker’s merits and he could not 
see how they could do other than select 
him. Another insurance maa hazarded 
the opinion taat Hartford insurance 
interests needed Mr. Parker worse thar 
did the Philadelphia company and that 
he is too valuable a man for Hartford 
to let go. 


very com- 


yet re- 





The field representatives and other 
agents of the Hartford Fire will meet 
in Hartford this week. It is their an- 
nual informal gathering. No special 
program has been arranged. 





John B. Kaox, secretary of the 
Phoenix Fire of Hartford, left Monday 
for Chicago in the interests of ais 
Company. He will be gone for a week 
or ten days. 





MISSOURI GETS REDUCTION. 





Rates Throughout the State Cut in 
Accord With Underwriters’ 





Promise. 
In conformity with a pledge given 
Governor Hadley when as Attorney 


General of Missouri, he consented to a 
dismissal of the anti-trust suits against 
the fire insurance companies, the latter 
have authorized a horizontal reduction 
of 5 per cent. upon mercantile business 
throughout the State, and at the same 
time have confirmed a reduction of ten 
per cent. on barns and dwellings. 





Fire Insurance Rates Too Low and Cost 
of Fire Insurance Too High. 





That fire insurance rates are too low 
and the cost of fire insurance too high 
will be admitted by any fair-minded 
student of fire insurance statistics 
based on experience to date. 

Wielders of the pen, who contribute 
the product of active brain and vivid 
imagination to the instruction of the 
public often assert that fire insurance 
rates are exorbitant, and that the prolits 
from insurance business are so great 
that the reader is at a loss to decide 
whether such profits are based on !e- 
gitimate percentage, or on simple rob- 
bery. 

On the other side of the question, 
when the would-be promoter of a fire 
insurance company of $1,000,000 capital 
and $1,000,000 surplus submits these 
rainbow statements to a business man, 
who looks for actual profits to follow 
the investment of his coin, he takes out 
his stub pencil, puts the would-be pro- 
moter through an examination, and 


learns: that the capital and surplus of 
the new company must be fully paid up 
in coin within one year and that sub- 
scribed capital on call will not do; that, 
in addition to the capital and funds of 
the company, the stockholders are liable 


He could say nothing therefore 


for pro rata share of claims not other- 
wise met; and that the fire premium in 
the United States for 1908 was $247,- 
843,766, on which the underwriting 
profit was only $1.75 for each $100. 

Such statements discourage investors 
and awaken doubts as to the truth of 
assertions made by the man with the 
active brain and the vivid imagination, 
and confirms belief in the “too low 
rates of fire insurance for the com- 
panies.” 

Dividends to the stockholders of ihe 
leading American companies for many 
years have been mostly paid from in- 
ierest earnings, while the underwriting 
trade profits, if any, with any balance 
from the interest earnings, were carried 
into the surplus funds. The profits of 
underwriting for twenty years were 
paid out of the San Francisco earth- 
quake fire and present rates are not en- 
abling insurance companies to build up 
another surpius fund to meet the con- 
flagration loss that is due from New 
York, Boston, Chicago or other big 
cities, all of which emphasizes the “too 
low rates of fire insurance for the com- 
panies.” 

The fire ioss caused by the late quake 
in Italy will not mulct the fire insurance 
companies in that country as it would 
if in the United States where the fire 
would be caused by crossed or broken 
electric wires, but it is a notice of what 
might happen in this country, where we 
have had the Charleston quake, the 
Mississippi Valley quake, a quake in 
Montana a short time since, and 
tremblors in other localities. 

The rate-payer who grumbles because 
the companies insist on charging more 
than his risk is worth, based on ordin- 
ary losses for a single year, and the 
jelly-backed agent who agrees with 
lim, are always among the first to jump 
on the company when the unlooked-for 
(which should be always looked for and 
prepared for) conflagration wipes out 
the company’s surplus. 

It is the business of the underwriter 
to lay up a surplus for the “hot time” 
that will come, and to turn a deaf ear 
to the agent and to the client who wants 
him to write at a “too low date of fire 
insurance for the companies.” 

The annual fire waste wth cost of fire 
protection in the United States is not 
less than four hundred and sixty mil- 
lions of dollars, carrying with it an in- 
surance loss of over two hundred and 
forty-eight milions. This exceeds the 
total value of our yearly production of 
gold, silver, copper, and a few other 
minerals, and indicates very clearly the 
“too high cost of fire insurance to the 
people.” 

The larger portion of this fire waste 
can be traced directly to flimsy build- 
ing, underwriting carelessness, political 
fire departments, improper policing, 
jack of legal inquiry into fires of un- 
known origin, unfriendly iegislation and 
antagonistic juries and courts, each of 
which will be the text for future talks 
to our agelts on “fire insurance rates 
too low and cost of fire insurance too 
high.”—“Firemans Fund Record.” 

$85,000 Loss at Niagara Falls. 

For a time on Saturday the business 
section of Niagara Falls was threatened 
by a fire which started in Croop Broth- 
ers’ store, between First and Second 
streets, and swept through the Allen 
block, entailing a loss of $85,000. So 
serious did matters look at one time 
that help was asked from Buffalo and 
two engines were sent down to assist 
the local firemen, but their services 
were not required. 

The fire spread so rapidly that egress 
from the hotel section was cut off. The 
3utler Grocery Company suffered the 
heaviest loss, $40,000. Croop Bros.’ loss 
was $10,000; Chandler’s confectionery, 
$1, 500; Pfetsche’s market, $3,000, and 


the hotel section of the Allen block, 
$30,000. The loss is covered by insur- 
ance. 
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CONFLAGRATION - PROOF 


CALIFORNIA INSURANCE CO. 


OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1909 


CAPITAL : ° : . . $400,000 
All Liabilities, including Reserve . 381,653 
Total Assets . r a ‘. : 978,605 
SURPLUS to Policy Holders . ° 596,952 
Increase in Assets . ° ° ° 182,618 
Increase in Reserve ° . ° 105,175 
Increase in Surplus ° 45,764 


This Company has a record “unequaled in the 
history of the Insurance business 
FRANK C. STURTEVANT 
MANAGER EaSTERN DEPARTMENT 
FOURTH AND WALNUT STREETS, PHILADELPHIA 








ESTABLISHED 1886 





ASSETS $300,000 


Indiana and Ohio Live Stock Insurance Co. 
—INSURES— 
HORSES, [MULES and CATTLE against death from any cause 
Home Office: CRAWFORDSVILLE, IND. 


$100,000 deposited with Insurance Department of Indiana for the 
protection of all policy holders 


THE PIONEER IN ITS LINE 











THE LEADING FIRE COMPANY 
OF THE WORLD 





[of Liverpool England. | 








1853 1909 
FIFTY-SIXTH YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 


$1,021, 263.04 
409,580.06 


Assets 





W. H. MILLER, President 


E. K. McCONKEY, 
Secretary and Treasurer 








CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








New Jersey Office: ENGLEWOOD, N. J. 





MYRON W. ROBINSON 
New Jersey State Agent For 


THE AMERICAN LIVE STOCK INSURANCE CO. 


INDIANAPOLIS, IND. 


Local agents wishing to add a growing and profitable branch of 
insurance to their agency should communicate with me at once 


$100,000 deposited with Auditor of State for protection to policyholders 


New York City Office: MILLS BLDG. 








MONONGAHELA 


INSURANCE COMPANY 
of Pittsburg, Pa. 
Incorporated 1854. 





John H. Claney, President. 


W. K. Relfsnyder, Secretary. 





Northern Assurance Co., ta. 


OF LONDON, ENG. 
U. S. Statement as of Jan. 1, 1909 


Admitted Cash Assets......... $4,801,566 
All Liabilities, incl. Reserves . 3,075,917 
Net Surplus in U. S...... $1,725, 


Eastern and Southern Departments 
Company’s Building, 
38 Pine Street, New York 


GEORGE W. BABB, Manager 
T. A. RALSTON, Sub-Manager 
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MERTING AT THE GARDEN CITY 


OF MANAGERS AND FIELD MEN. 








Large Attendance at Fortieth Annual 
Gathering of Fire Underwriters As- 
sociaticn of the Northwest. 





Chicago, October 6.—When President 
Herbert Kelsey called the fortieth an- 
nual gathering of the Fire Underwrit- 
ers Association of the Northwest, 10 
order in the ball-room of the Hotel La- 
Salle, this morning, the attendance cf 
company managers and field men was 
unusually large and representative, at- 
testing thereby that the educational 
worth of the Association meetings is as 
fully appreciated to-day as it ever was, 
and, perhaps, more so, as the problems 
of the business multiply in number and 
in complexity. Following the report of 
President Kelsey, Charles E. Sheldon, 
Vice-President and Western Manager 
of the American of Newark, preseated 
an able address from which we make 
extracts as follows: 

Western Union. 

I wish to digress for a moment to pay 
a tribute to a much criticised, much mis- 
understood organization. I refer to the 
Association known as the ‘Western 
Union.” The position of the company 
I have the honor to represent and my 
own personal position is too well known 
to place me under the suspicion of an 
attempt to curry favor with any set of 
men, but as a non-Union Manager I[ 
wish to acknowledge at this time, and 
before the association of representative 
fire insurance men, my indebtedness to 
this general organization which in these 
states of the Central West has encour- 
aged investigation and obtained legisla- 
tion in an effort to reduce the fire 
waste; to adjust and make equitable the 
cost of insurance and, generally, to 
place our business upon a higher plane 
as befits its importance in the commer- 
cial world. Forgetting past grievances, 
real or imagined, and looking to the fu- 
ture welfare of our business, this ser- 
vice, of general benefit, should receive 
the moral and financial support in all 
legal ways of every reputable fire insur- 
ance company operating in this field and 
I trust a way may speedily be found to 
bring us all into full accord. 

Gentlemen, I have read to you from 
the “Gospel of Publicity” but I am 
preaching to you “The Gospel of Har- 
mony”—the one thing above others 
needful to make the fire insurance des- 


ert “blossom as the rose.” Are you 
willing to receive it? 
* * e . 


Agents Commissions. 

Notwithstanding the very modest per- 
centage of underwriting profit, I do not 
pretend to say that the companies have 
done all they may to better conditions 
for both stockholders and patrons. The 
question of the expense ratio in the 
business is constantly coming up and 
will not down. That officials of the 
companies and the employees in office 
and field are overnaid has never been 
claimed nor has there been sustained 
any charge that office methods were ex- 
travagant. Therefore it may not be 
that In these items we should seek re- 
form, although economy of management 
is never to be lost sight of. The matter 
of the proner compensation of agents is 
one which has divided companies. re- 
tarded progress. and stifled efforts for 
better practices in the fire insurance 
business more than any one thing and 
T make this statement with the full ac- 
knowledement that while not a “sinner 
above all others” my office has not been 
a minimum commission vayer. That we 
mav have state legislation of commis- 
sions is not unlikely. A pertinent and 
warning note was sounded some months 
since bv the Editor of The Tnsurance 
Post when referring to the matter of the 


limitation of agents’ commissions. He 
said: 
“Several States have been consider- 
ing limitation of commissions by law, 
and insurance should have learned long 
ago by bitter experience that it is al- 
ways better to do a thing voluntarily 
and in its cwn way than under legal 
compulsion. The companies have doae 
nothing so far to reduce the commis- 
sion cost, which increases steadily, and 
their record in the excepted cities 
shows to what extremes competition 
will carry them. The public which wanis 
lower rates, is coming to understand 
how important a part of the rate prob- 
lem expenses are, and that they are the 
only element that can be easily reg- 
ulated.” 

Will we heed the admonition? 

The excessive cost of securing busi- 
ness in the so-called “excepted cities” 
witnesses the fact, also testified to in 
the anti-ccompact States, that without 
restraint there is no more virtue in 
one class of companies than in another 
and that the spirit of greed is dominant 
in the larger number. 

I wish, however, to go on record as 
believing that no reduction in expense 
or reformation of practice can be _ se- 
cured without calling into consultation 
the local agents. 

I was a member of the Committee 
appointed after the San Francisco con- 
flagration to attempt a reduction cf 
commissions in the large cities. The 
time was opportune for such a move- 
ment and it should have succeeded, but 
the Committee as a whole would not 
act with the agents and nothing was 
accomplished. “Taxation without rep- 
resentation” was long ago condemied 
by Americans and legislation without 
representation is no different. However, 
without reformation in thelarge centers 
it will be difficult to secure general co- 
operation in respect to the country. It 
may be these problems will be soived 
for us whether we are willing or not, 
for it is apparent that more and varied 
legislation than we have yet experienc- 
ed is probably in store for us. 
“FIRE INSURANCE FROM 

AGENT’S VIEWPOINT.” 

Fred Guenther, a leading local agent 
at Detroit and president of the National 
Association of Local Fire Insurance 
Agents, spoke from the agent’s stand- 
point, his remarks in large part being 
as follows: 

Change in Public Regard. 

“When a local agent attempts to ad- 
dress a body of this kind, composed as 
it is of the brains of the Underwriters 
of the Northwest, you will agree that he 
will naturally do it with considerable 
timidity. The subject is one as varied 
as the colors of the chameleon or the 
clouds of the sky. In former days, the 
insurance agent stood high in his com- 
munity. His occupation was honorable; 
the profession demanded brains, ability 
and fair dealing, and he possessed not 
only the confidence of his company but 
also of the public. The eternal process 
of evolution has produced many changes 
in our branch of work. The day when 
a man engaged in this business began 
his daily work visiting his client or 
prospective client, inspecting his risk, 
fixing his rate, effecting his sales, writ- 
ing and delivering the policy and taking 
his premium with him, has passed. To- 
day we see in some of our large office 
buildings and manufacturing establish- 
ments, the following: ‘No insurance 
agents or peddlers allowed on these 
premises.’ When a fire insurance agent 
has this notice brought to his attention, 
he argues to himself that it is intended 
for the life insurance fellow; as a mat- 
ter of fact, it is a two edged sword, cut- 
ting both ways. 

“What is the reason for this change’ 
Are the goods offered for sale less valu- 
able? Is there not a greater need for 
this commodity now than in former 
days? Can the great interests of the 
country, private, mercantile and manu- 
facturing, belittle the character of the 
business? Is it not, in fact, the main- 
stay of all our industries? Take away 


AN 


fire insurance and all business would 
practically cease and therefore, it should 
be classed as the greatest financial in- 
dustry in the land. Its managers and 
agents should be respected and looked 
up to he same as bankers, trust officers 
and men of kindred organizations. Now 
if this be true, what has caused the 
change? Why this loss of respect? 
What would warrant any respectable in- 
stitution flashing out in a prominent 
place ‘You, Mr. Fire Insurance Agent, 
keep out?’ I realize that in many cases 
it is the make-up of the men who repre- 
sent your interests and though I am not 
placing all agents who represent your 
great corporations in the catagory of 
know-nothings, I am forced to admit 
their name is legion. 

“A high-minded, old time manager 
said to a representative agent and a 
good friend of mine some time ago, 
when he was inclined to take advan- 
tage of an opportunity to increase pre- 
miums with a fair chance of a reduction 
in the character of business and my 
friend suggested that such action meant 
his resignation: ‘What? Would you 
resign the agency of such a company? 
One that for fifty years has withstood 
the storm and whose reputation for fair 
dealing and prompt payment of losses 
is unquestioned? I say can you afford 
to resign?’ 

“My friend replied, ‘When you ap- 
pointed me many years ago you were 
satisfied that I had the ability to repre- 
sent you and the fact that you now ask 
me to continue as your agent is evidence 
that I have kept up your standard and 
as long as you maintain that standard, 
I shall feel honored with your commis- 
sion, but when you lower your ideals 
by appointing the man you propose, I 
shall resign my agency.’ 

“The companies are looking for pre- 


miums, and more premiums, but is that 


all we must do? Are we only to antici- 
pate the sale of our policies regardless 
of the price received or the character of 
our forms? Must we not, in order to be 
profitable producers, at least obtain the 
price for our goods and conform, so far 
as our forms are concerned, to the usual 
customs? Now if we make these two 
features as essential as the first, would 
conditions in the underwriting world be 
as they are to-day? 
Agent A Reflex of Company. 

“Let me say right here the character 
of the company is reflected by its repre- 
sentative, for the agent naturally carries 
out the policy of his company, so if a 
company is known as a cut rater, that 
feature is fostered by its agent. It may 
happen that such_a company is repre- 
sented by a thoroughly straightforward 
agent who believes in having one price 
for his goods and getting it, while an- 
other agent may dispose of his wares in 
the same company at a lower price. Ii 
is needless to point out the results of 


this system of underwriting. What fol- 
lows? Adverse legislation, rate wars 
and general disquietude. 

“When a new company enters the 


State where the amount of insurance for 
sale more than equals the demand, I can 
see some excuse in making a question- 
able appointment, but it is positively in- 
excusable for a well established com- 
pany, one getting a fair amount of pre- 
miums and what is more, fair treatment 
in the way of prompt payments of 
monthly balances, careful scrutiny of 
the physical and moral hazard, going 
outside of this circle to get a larger pre- 
mium income at the cost of the virtues 
mentioned. 

“Far be it from me in my humble 
capacity of local agent to criticize the 
judgment of men who occupy the honor- 
able positions of managers and special 
agents, yet I am not blind and I must 
see and I trace the picture from the 
plane of my personal observation. Get 
to the idea of sole representation and I 
believe most of the evils in our business 
will disappear. 

Looks to Legislation for Aid. 

“To my mind, legislation will in time 
cure many of the evils existing to-day. 
State organizations, which are the 
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foundation of the National organiza- 
tions and are made up of the better ele- 
ment of the insurance fraternity, will 
make the subject of insurance legisla- 
tion a study. In some States they have 
passed a law known as the Anti-Rebate 
Law. Whether this legislation wili 
prove satisfactory is a problem; at least, 
something will come out of it that will 
influence the action of the companies 
and the agents. 

“At the last session of the Michigan 
Legislature, there were introduced two 
very important bills, one known as the 
Fire Marshal Bill, the other, an Agent's 
License Bill. All know the object of the 
Fire Marshal Bill. The object of the 
Agents’ License Bill was to provide suf- 
ficient revenue to support the Fire Mar- 
shal Bill. These bills were endorsed by 
the Committee on Insurance, had the 
first reading and were ordered printed. 
In due course they came out but were 
not recognized by the introducers who, 
when they caugnt sight of the child, 
ordered it killed. 

“The last meeting of the Michigan As- 
sociation held at Lansing, appointed a 
Committee on Legislation. This com 
mittee will make a study of laws passed 
in other States with a view of prepar 
ing, introducing and with the assistance 


of your honorable body, having such 
laws passed as in their minds and yours 
would be beneficial to all concerned. 


Co-operation Needed. 

“I cannot bring my paper to a close 
without a word concerning the National 
Association or Local Fire Insurance 
Agents. The object of this association 
is to foster fair and honorable practices 
in the business of fire insurance. It is 
now entering the fifteenth year of its 
existence and I believe it has earned 
the respect of the companies and the 
managers alike and I trust it may con- 
tinue to hold it. I have been honored in 
the recent election with the presidency 
of this body and wish now to express 
the thanks of our organization to the 
companies for the kindly co-operation 
extended and we need this co-operation 
tc the fullest extent. I wish to assure 
you the object of this association is not 
to interfere with you in the manage- 
ment of your business. The object is to 
assist and I believe the closer the com- 
panies, managers and agents get, the 
better for all concerned. In the capacity 
of president of the association I promise 
you every support a loyal insurance 
agent can give a company and in return, 
I ask you for the same loyalty 
agents.” 


to your 





New Jersey Agency Appointments. 








Assurance Co. of America, H. G. Har- 


ris & Co. Atlantic City. Concordia, 
George S. King, Passaic. Continental, 
I. M. Hess, Tuckahoe. Equitable F. & 
M., DeWitt M. Conover, East Orange. 


Fidelity, W. M. Struthers, Sea Isle City. 


German Alliance, Amos A. Potter, New 
Providence. German American, Amos 
A. Potter, New Providence. German, 


Pittsburg, A. M. Goan, Gloucester City. 
Girard F. & M., C. F. Hopkins, Boonton 
Hartford, Ellis Dow, Bedminster; Ben- 
net H. Fishler, Upper Montclair; Chas. 
M. Flomerfelt, Califon; Joseph V. 
Keating, Madison; Charles E. Tinsman, 
Dunellen; Newton Wyckoff, White- 
house. Milwaukee Mechanics, August 
Kollman, Vineland. North River, I. 
Oakford Acton, Salem. Northwestern 
National, James Thompson, John T. 
Pallitt, Paterson. Norwich Union, Wal- 
ter Christie. Bergenfield: Jacob A. 
Karlt, Bogota Phoenix, Conn., John 
F. Hinds & Son, Hackensack. Prus- 
sian National, John W. Chenly & Co., 
Camden. Scottish Union, John W 
Fiecke, Crosskill. Soverign, H. Edward 
Walsh, Trenton. 


W. R. Hills, recently of New York 
City, has been given the special agency 
of the Scottish Union & National Insur 
ance Company for Maryland, Virginia, 
North Carolina and the District of 
Columbia. 





BUFFALO COMPANY REINSURES. 


Union Fire Transfers Its Business to 
the Western Assurance—Former 
Company to Resume Later. 

With a view to withdrawing from 
general agency business and restricting 
operations to the insuring of sprink 
lered risks the Union Fire of Buffalo, 
has reinsured its entire business in 
the Western Assurance, of Toronto. In 
so far as is possible the present agents 





of the Buffalo company will be givea 
representation of the Western Assur: 
ance or of its office mate, the British 


America. 

The reinsured corporation had assets 
on January 1 of $495,343, a reserve of 
$219,462, and a net surplus | beyond 
capital of $60,104. 





FINDS FAVOR IN JAPAN. 
Substantial Appreciation of the Inter- 
national Insurance Encyclopedia 

Comes from Tokio. 
It is confidentially predicted by the 
publishers of the International Insur- 
ance Encyclopedia, that the first volume 
of the work, which has been in press 
since July 1, will issued before No- 
vember first. 
As an evidence of the widespread in- 
the 


be 


terest attaching to the enterprise, 
publishers reprint a letter had from 
the manager of the Mejji Fire Insur- 


ance Company of Tokio, Japan, in which 
the plan adopted in compiling the work 
most highly commended. 


is 


COMPROMISE AT NEW ORLEANS. 
Likely That a Rate Reduction of 15 Per 
Cent. Will be Granted. 





Those familiar with the negotiations 





that have been under way for the past 
few weeks between representative mer- 
chants of New Orleans and fire under- 
writers, regarding insurance rates in the 


congested district of the Crescent City, 
predict a fifteen per cent. reduction 
from present tariffs, It will be recailed 
that the Board of Trade’s committee 
demanded a forty per cent. reduction. 


FIRE RESISTIVE TESTS. 


Shown to Be Best Among 
Building Materials. 


Goncrete 


Investigations recently made by the 
United States Geological Survey to @e 
termine the fire resistive properties and 
rates of heat conductivity of various 
building materials, and the comparative 
éfficiency of the various methods of 
fireproofing, says the New York Ivri- 
bune, showel that concrete withstood 
the test better than any other material. 
It was found necessary, however, to usc 
metal reinforcement in concrete walls 
to distribute the effect of the expansion. 
It is believed that investigations 
will serve to lessen the liability of loss 
by fire in government buildings and 
greatly reduce their cost through more 
efficient methods of construction. 

The materials were subjected to the 


these 


direct appiication of heat, for two 
fours, and were then immediately 
quenched with water. Wherever pos- 
sible tests were made to determine the 


sompressive strength of the materials 


efter this treatment Temperatures 
were observed at intervals, and the be- 
havior of the materials during the test 


and the condition of their surfaces be- 
fore and aftcr the heating and quench- 
ing were noted. 

There were thirty panels of various 
building maicrials tested in the furnece 
in the Underwriters’ laboratories in Chi- 
eazo under conditions unusually severe. 
None of the materials passed perfectly. 
The temperatures used would hardly 
be reached iv an ordinary wood fire. A 
fact brought out most clearly by these 
iests is the low heat transmission rate 
{ 

( 


mortars con- 


f Portland cement and 
the desirable 
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qualities in materials intended for fire- 
rroofing purposes. For marking the 
e:-ment blocks linen tags were fastened 
by wire naits to the interior walls at 
the time of moulding. Most of these 
tags remained in place during the test, 
and when the walls were dismantlel 
the tags in every case were found en- 
lirely undamaged. 

The apparatus in which these tesis 
were made is similar to that genera'ly 
used in determining the fire resistive 
qualities of fire doors and windows. It 
comprises a gas furnace with a movable 
steel frame, fire brick wall or door four- 
teen inches thick, that shuts off the 
turnace from a radiation chamber. Te 
distance between the permanent back 
wall of the furnace and the movable 
wall is thirteen and one-half inch>s. 
The movable wall is hung from the 
lower flange of an I beam by rollers, 
and is easily moved out of position by 
a weight attached to a wire cable. The 
wall has an arched opening six feet 
wide and nine feet high. The material 
te be tested is built up in this opening 
as a panel. 

The stationery back wall of the furn- 
ace contains holes through which air is 
admitted to control the temperature. 
Back of this wall are piping and valves 
for the control of the air and gas 3up- 
ply. The air pressure for the flame is 
maintained by a motor driven fan. Gas 
enters the fire chamber at the bottom 
through burners which are below the 
level of the floor. 

When a panel is ready for testing it 
is drawn into position in front of ‘he 
main wall by a hand winch, and heid 
there by a latch. The opening arouud 
the edges is sealed by fire clay. Then 
the gas is turned on and lighted by a 
torch inserted through a small doo-. 
The observer can watch the behavior 
of the furnace and the materials under 
lest through three small mica peep- 
hyles in the sides of the furnace. 

At the end of the heat treatment ‘he 
latch is released and the weight at once 
Ccraws the wall from the furnace. In a 
regular test the material in the panel is 
immediately quenched with water from 
a nozzle. 


Repudiate Skinner & Company. 


Under date of September 30th, the 
following communication was received 
from Henry Stewart & Son, of this city 
attorneys for the New York Commercial 
Underwriters: 

“Editor Eastern Underwriter: 

“In your issue of September 30, 1909, 
find an article under the heading 
‘Cut Rate Insurance,’ 
from Messrs. Skinner & Co., Insurance 
Brokers, is quoted, which mentions, 
among others whom Messrs. Skinner 
deal with, New York Commercial Un- 
derwriters. Though Messrs. Skinner do 
not exactly say so in the letter quoted, 
the inference is that New York Com- 
mercial Underwriters are writing fire 
insurance at heavily cut rates. 


we 


“We object strongly to this use of 
New York Commercial Underwriters’ 


name, and shall be much obliged if you 
will contradict this impression in your 
columns. It is so far from being true 
ihat we do not know of a single risk 
upon which New York Commercial Un- 
derwriters’ policy has been issued 
where they have not received the tariff 
rate, and we should be much pleased 
to have any instance where New York 
Commercial Underwriters’ policy has 
been issued at a cut rate, pointed out 
to us. 

“The only instance that we can re- 
call where Messrs. Skinner have offer- 
ed us business at a cut rate was in con- 
nection with a renewal of a risk on 
which they stated New York Commer- 
cial Underwriters’ policy had been used 
as a warranty in London. We pointed 
out to them that it was rather a new 
departure for a Lloyds poliey to be ae- 


cepted as a warranty in London, but 
they assured us it was the case, and 
we came to the conclusion that it 
might have been accepted by some 


in which a letter | 





group of Lloyds underwriters who 
knew our firm through the marine de- 
partment. We declined the risk.” 





E. R. Schoen has been appoinied 
special ageut in Virginia and the Caro- 
linas for the Aachen & Munich and the 
Security Insurance Companies. 





On the charge of attempting to de- 
fraud fire insurance companies, three 
Chicagoans—John Greenburg, Samuel 
Rosenthal and Isaac Spilkey, are now 
on trial at the Garden City. 





Fire, of Ohio, 
Henry O’Kane, 
of the Franklin 


The Franklin Mutual 
is being organized by 
the former secretary 
Fire, of Columbus. 

The Peoples National Fire. of Phila- 
delphia, has been elected to member- 
ship in the National Board of Fire Un- 
derwriters. 








The State of Pennsylvania, failing to 
sustain its action against William N. 
Powell, an agent of Hazelton, for the 
reputed transaction of business withou- 
a license, the case has been dropped. 





Automobile Insurance for the Tourist. 
(Continued from page 9.) 

Fire, Liability, Property Damage, Colli- 
sion and Theft—is valuable to the owner 


of collision and damage to property is 
just as much greater as that of personal 
injury. In storing a car in strange 
garages the risk of theft is materially 
increased, and, even if this form of in- 
surance is not carried ordinarily, it cer- 
tainly is essential when touring. 
Before starting on a trip the tourist 
usually looks carefully after his equip- 


ment, to see that he has tools, parts, 
tires, etc. A proper insurance equip- 
ment is far more necessary to one’s 


peace of mind and pocket-book, and it 
should be looked after with greater care 
even than the equipment of the car it- 
self.— ‘The Aetna.” 








TWO HUNDREDTH YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 
FOUNDED 1710 
United States Branch: 

54 PINE STREET, NEW YORK 


Western Department: 
171 LA SALLE STREET, CHICAGO 
Pacific Department: 
N. E. Cor. Sansome and Sacramento Streets 
SAN FRANCISCO CAL. 


Agents Wanted at Unrepresented Points 
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Surplus Lines Department 


Affords agents and brokers the best 
facilities for supplying reliable indemnity. 
We are Attorneys in the United States for 


THE CENTRAL INSURANCE CO. 
Limited, of London 
ESSEX & SUFFOLK EQUITABLE INS, 
SOCIETY, Ltd., of Colchester 
LEATHER TRADES & GENERAL IN- 
SURANCE C0., Limited, of Liverpool 
THE LEGAL INSURANCE COMPANY 
Limited, of London 


BINDER CONTRACT (Guaranteed Under- 
writers) at Lloyds, London 

Only legitimate surplus lines at fall tariff rates 
entertained on the heavy value risks after the eapacity of 
the local agents is exhausted.—Your business proteeted. 
Capacity, 340,000 on unsprinklered risks and $100,000 on 
sprivklered risks.—Liberal commissions.—Strong Com- 
panies.—Losses adjusted and paid through this office. 
Applications by mail or telegraph receive prompt attention. 


Fred S. James & Co. 


84 William Street 
New York 
Chicago Office: 171 LA SALLE ST. 

















PHENIX 


INSURANCE 
of a car under any circumstances, but ( OM PANY 
especially so while touring. The danger 


OF BROOKLYN, N. Y. 


No. 68 WILLIAM ST, 
New York 








VIRGINIA WEST VIRGINIA 
AGENTS WANTED 


NORFOLK FIRE 


Insurance Corporation 
NORFOLK, VA. 


NORTH CAROLINA 
MARYLAND NEW JERSEY 











HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 


63 William 8t., New York 


Excess Lines handled anywhere. Good 
connections at Lloyds, London. 


CORRESPONDENCE SOLICITED. 














84 WILLIAM STREET 


HUDSON UNDERWRITERS 


COMPOSED OF 
Lumber Insurance Company of New York 
AND 


Adirondack Fire Insurance Company 


NEW YORK 











Phone 807 Worth 





USE PRINTERS INK 


It pays LARGE DIVIDENDS when circulated in proper form 
We do all kinds of JOB and COPIMERCIAL 
PRINTING to satisfy the most discriminate 

WILL SUBMIT ESTIMATES ON ALL WORK 
D. R. THOMPSON 


28 ELM ST., N. Y. C. 
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SURETY HAPPENINGS 





WILL SELL SURETY RATES, 


UNDERWRITER STARTS BUREAU. 


R. H. Towner Has Ambitious Plan for 
Supplying Companies With Scientific 
Tariffs. 





It is now possible for a 
pany located in any 


surety com- 
State in the Union, 
to secure at a moment’s notice a scien- 
tific rate for any classification of 
desired, There 
this city a rating 
scribing members may 
tariff 
standpoint, 


bond 


has been established in 


bureau, where sub- 
obtain the exact 
required from underwriting 
for any will 
based upon the experience of compan- 


an 


line, which be 
ies on this particular classification. 

It will thus be possible for any surety 
company, however brief its experi- 
to secure ‘by 
the 


otherwise 


ence, 
the 
might 


communicating with 


bureau, proper rate whica 


not be obtainable ex- 


cept by 
This 


years of experience. 


ambitious project is the work 


of R. H. Towner, heretofore manager 
of the underwriting department of the 
American Surety Company. In ex- 


plaining the scope of the bureau which 
has already started its service as the 
Towner Underwriting Bureau, Mr. 
Towner said: 
Demand for Rating Bureaus. 

“The tremendous 
volume of surety business 
past few years, and the 
companies started during 
is the prime cause for 
surety rating bureau. 

“No one company can 
scientific rate from its own 
alone. Take an instance in 
with the American Surety 

“On one depository bond at 
homa it experienced a_ loss 
amounted to 80 per cent. of all 
premium earnings on bank deposit 


increase in the 
during the 
number of new 
that period 
establishing the 


arrive at a 
experience 
connection 

Company. 
Okla- 

which 

the 
ory 


bonds in all its history! Think of that. 
Could the company arrive at a scien- 
tific rate with such experience? 

‘That is primarily the reason for the 
rating bureau. We are going to base 
our rates, where possible, upon actual 
loss in the business rather than on the 
experience of one or a number of com- 
panies. 

“Probate bonds are also another class 


in which it is next to impossible for one 
company to arrive at a just rate judged 
from its own experience. In 1907 the 
American Surety Company paid a loss 
on a bond written in 1886; a period of 
eleven years. And it is almost a rule, 
that in the case of probate bonds, that 
a loss occurs only after many years.” 
Rates Merely Advisory. 

The rates, Mr. Towner exp'ained, are 
intended merely to guide the companies 
and will be in no sense obligatory. 
There is no agreement contemplated to 
enforce the rates issued by the bureau 
and they are expected to be nothing 
more than a guide. It is understood 
that the Surety Association of America 
regards the organization of the bureau 


with favor, as tending to establish an 
equitable and_ scientific rate, below 
which it would be poor underwriting 


policy to take business. 
The experience records which will be 
used by the bureau, are the most e'ab- 


orate obtainable. They are a combina- 
tion of the experience of companies and 
the records of losses in each specific 
line. In the case of bank depository 
bonds, the actual losses as given in the 
government and financial reports were 
taken as the basis for the rate on this 
class. Incidentally Mr. Towner remark- 
ed that the rate furnished by the bu- 
reau on this class would be adequate 
and would not conform to the argument 
of bankers that one-quarter of one per 
cent. was sufficient, as the data before 
mentioned called for a higher rate. 

Another class of bonds which the 
companies find very troublesome and 
concerning which the bureau expects to 
be of great service is brewers and liquor 
dealers lines. No two companies show 
a like experience on these risks, but 
Mir. Towner claims to have arrived at 
the proper basis for these and other 
hazardous classifications. 

Cost Based on Business Volume. 

Companies subscribing to the service 
of Mr. Towner’s bureau, will be charz- 
ed according to volume of business and 
the number of states in which they are 
entered. It is expected that the rates 
furnished, if they are adopted by a ma- 
jority of the surety companies, wili 
gradually supersede the manual rates 
now used and as a distinct advantage 
over a set schedule, may be changed 
at any moment as altered conditions or 
experience may warrant. 

R. H. Towner who formulated the 
new rating system and will conduct the 
bureau, has been connected with the 
American Surety Company for the past 
fourteen years 


Prior to 1906, he was engaged 
in the practice of law in this 
city, but in that year joined the 
legal department of the company 


and was for 
For the 
manager of 
ment. 


a long time its attorney. 
past two years he has been 
the underwriting depart- 


The bureau is already furnishing rates 
to companies applying for them. Mr. 
Tewner expiains that his new rating cr- 
ganization is entirely independent of 
any outside or company affiliations and 
offers its services to all companies alike. 
Offices have been opened at 62 William 
street, this city, the Towner Under- 
writing Bureau. 


as 


JOINS EMPIRE CASUALTY. 


W. R. Sanders Appointed General Man- 
ager of Company’s Industrial 
Department. 


W. R. Sanders, recently and for sev- 
‘ral years with the General Accident 
Corporation, and widely known in cas- 
ualty underwriting circles, has joined 
the staff of the Empire Casualty Com- 
pany of Philadelphia, and will, with the 
title of general manager, have entire 
charge of its industrial business 

Speaking of Mr. Sanders’ experience 


and personality, an official of the Em- 
pire Casualty said: “Prior to his asso- 
ciation with the General Accident Mr. 
Sanders was identified with the United 
States Health and Accident Compauy 
of Michigan. He is one of the veterans 
of the industrial accident business in 


this country, and no man understands 
its operations or has a larger following 
among agents in the field than ke. We 
regard his acquisition as of pronounced 
benefit to this Company.” 





THE BEST RESULTS 


are obtained by agents who represent the 


CONTINENTAL CASUALTY COMPANY 
HICAGO, ILLINOIS 


because the 


accident and health insurance. 


have the Pe... Variety of the Most Attractive policies of 


If you would share in the prosperity of Continental representatives, address 
H. G. B. ALEXANDER, President and General Manager 


1208 Michigan Avenue ~ 


Chicago, Illinois 


POINTERS POR LOCAL AGENTS, 





HINTS THAT ‘WILL AID IN BUSI- 
NESS GETTING. 
In the keen competition for surety 


business, the agent in the field is too 


often apt to lose sight of the fact that 
that he is the representative of his com- 
pany, not of the applicant for the bond, 
and as such is acting in an important 
capacity and is intrusted with great re- 
sponsibility. 

There is no branch of insurance in 
which a company is so liable to suffer 
great loss through poor judgment on the 
part of an agent, as in the surety busi- 


ness. Could the agent spend a short 
time in the claims department at the 
home office of his company and look 
over the files of questioned claims, law 


suits that must be defended and investi- 
gations incurring heavy expense, much 
of which might be laid at the door of 
the man who wrote the business, he 
would have a better appreciation of his 
responsibility. 


* * . * 
Expensive law suits, resisting claims 
that are either palpably fraudulent or 


entirely groundless, are the common ex- 
perience of every large surety company, 
If, in such cases, the home office had 
been in possession of all the facts and 
attending circumstances in such detail 
as it was possible only for the agent 
on the ground to obtain, few of these 
hazardous bonds would be written. 


The discretionary powers of surety 
agents are being constantly extended, 
requiring a keener appreciation of the 


home office point of view as to the risk 
involved in writing bonds. A bond that 
the agent would not be willing to 
sume personally, is not good enough for 
his company. 


as- 


* * « * 

A writer of personal accident insur- 
ance who has a reputation as a big pro- 
ducer, was talking recently about his 
method of working 

‘The biggest part of my business is 
done in circles. That is, when I insure 
a man, I consider him the point of con- 
tact of three circles; business, social and 
family. A man who takes out an acci- 
dent policy is just as enthusiastic about 
having it as you are about writing it for 
him. He believes everyone should carry 
accident insurance, or he wouldn't in- 
sure himself, and there is no trouble at 
all in getting from him the names of 
his immediate ‘business associates, two 
or three of his closest friends and his 
near men relations. The chances are 
that in the course of every day contact, 
each of those mentioned is going to 
learn that he has taken out accident in- 
surance, the amount and probably the 
name of the company. Here is a group 


of persons, say a dozen or more, who 
have the thought of accident insur- 
ance impressed upon their minds in 


the most favorable way. A close associ- 
ate or relation has taken out insurance 
and incidentally has probably given 
them a couple of very strong reasons for 
doing so. 

“IT have two letters which I use in 
these The first tells what acci- 
dent insurance is and what it does. You 
know the average man has a very 
cloudy idea of the subject. In a few 
days he receives my second letter which 
tells him something about my company; 
what a great institution it is; what it 
has done for men in his line of business 
and what it can do for him. There is 
no bombast about any of this. It is all 
done in an earnest, dignified way. And 
when I drop in to see my man, he has 
a correct idea of accident insurance, 
looks upon my company with respect 
and receives its representative with 
courtesy.” 


cases. 


t a << + 
The National Cash Register Company 
has the greatest selling organization in 
the world. Its travelling men have 
made practically all of the initial sales 
and the large yearly output of the com- 
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pany is now devoted to replacing old 


machines with the latest models. 


This accomplishment was possible 
only because the company never sent 
any but trained men into the field. A 
man was not permitted to go on the 
road until he knew pretty much every- 
thing about a cash register. He went 
to school, where he _ studied out of a 
book and when graduated was able in- 


stantly to meet any objection to a casn 





register, with a carefully prepared 
argument. As a result, National Cash 
Register salesmen are sought by man 
ufacturers the world over. 

It is a story of preparation. All man 


ner of types, personalities and methods 


went into the melting pot and came out 
prepared. Prejudice and doubt fell 
before this selling force and made nis- 
tory out of an experiment “ll have 
to talk it over with my wife,” says the 
tradesman. “Let me talk to your wife 
I can tell her so much more about 
than you can,” replies the salesman 
right out of the book He doesn't wait 
until he gets outside to think of that 
he has it with him al] the time 
Whether be selling cash registers 
or insurance policies, a man’s success 


vill be in proportion to his preparation 
* 





ior it. * ad . 

The average local fire nsuranc 
agent in a small town, looks upon cas 
ualty and iis allied branehes of insur 
ance, as something apart from his reg 
ular business and concerning which he 
is not expected to have much know 
ledge. He may even be the nominal 
agent of a casualty company, but it is 
usually only a side line: an incidental 
in case any business is thrown his way 

Probably every day he chats with the 
cashier of the town bank, but he 
couldn’t tell you what company issues 
its fidelity bonds nor when they expire 
Several of his townspeople own auio 
mobiles and he has even enjoyed rides 
in them, bu: automobile insurance is as 
mysterious to him as ninety horse 
power automobile talk. He may have a 
vigue idea that insurance comes with 
the automobile from the factory. All 
too true! The live agent in the large 
city usually has the automobile pur- 
chaser supplied with a liability policy 
before the local agent gets a chance to 
see the color of the machine. Of cours 
the owner would prefer to have this in 
surance written at home, but he never 
thought it possible. “What, could Jones 
get this insvrance for me!” But Jones 
is innocent of any designs on the busi 
ness. 

The fact that practically all of ihe 
casualty, liability and surety business 
is written in the large centers, seems 
to be accepted by the nt in the 
small town as the proper arrangement 
and that these lines are not for him 
Perhaps he has looked into it at some 
time with the idea of taking up one of 
these branches, but there were so many 
things to learn about it that he was be 


balked at undertaking a 
Compared to fire insur 


wildered 
new 


and 
business 


ance it was difficut and involved, so 
gave it up. 

Here is a field without competition 
Small? No community is too small to 
need insurance. Every adult is a pos 
sible prospect for a personal acciden 
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or health policy. Every bank and trust 
company, or store employing a cashier, 
should have fidelity bonds. A con- 
tractor without liability imsurance 
jeopardizes his credit, for the law has 
put upon his shoulders the responsibil- 
ity for any injuries to his men while at 
work, 

All this business belongs to the local 
agent; and there is no privilege offered 
by the proker in the big city that he 
cannot himself offer to the assured. He 
should go into the business for “all the 
traffic will bear” and handle every kind 
of insurance. The commission returns 
too, are handsome compared to fire in- 
surance and even a small volume of 
business will make it worth an agent’s 
time. 

All of the progressive companies 
spend large sums each year to get good 


agents and to educate them into ihe 
business. Men who have heretofore 
written only fire insurance, would be 


piacing themselves in line for a larger 
income ‘by communicating with com- 
panies writing casualty, liability and 
surety insurance. Advertisements of 
ihe leading ‘companies in these 
branches may be found in the pages of 
the Eastern Underwriter. 


THE BANK BURGLAR’S YEAR. 





In the twelve months ending Septem- 
yer Ist, 1909, there were, in the United 
States, one hundred and seven success- 
ful burglaries of banks, in which a total 
of $159,309.28 was stolen, figures whicn 
justify the prediction that the coming 
of the yegg meant the going of much 


good gold from many supposedly im- 
pregnable safes. This says “The Bud- 
get” of the Maryland Casualty Com- 


pany, was during the last period of that 
time of depression when the activity of 
the country was at low ebb, but the 
looters are very evidently too lofty to 
be concerned with general conditions, 
and will take their toll regardless of 
temporary business tribulations. 

It is true there was always a 
heavy annual loss under the old regime, 
before the ceaseless endeavors of de- 
tectives broke up the organizations of 
those associated artists, the wielders of 
the drill and sledge. But the painstak- 
ing efforts of the rogues of that time, 
the long planning in advanee, some- 
limes a year in advance, and the final 
fine work with delicate tools, gave some 


chance to the banks, for any of a 
variety of happenings might disclose 


the plans of the gang and spoil the plot. 

At present, with the new type of loot- 
er. a savage, fearless rascal, with no 
real understanding of safe making, but 
with an absolute contempt of danger, 
the problem of the insurance companies 
and the detectives is at once more sim- 
ple and more difficult. It is simpler be- 
cause we have now to deal with cruder 
nersonalities, men totally lacking the 
mental acuiness of their predecessors. 
It is more difficult because more ‘nearly 
inevitable: try as they may, the man- 
ufacturers of safes cannot put together 
steel structures that will stay put un- 


der the disintegrating power of dyna- 
mite and nitroglycerine. And the 
swiftness of attack is paralyzing. With 
no need of a heavy outfit of varied 


tools, with no elaborate planning neces- 
sary before putting through the at- 
tempt, travelling at night, by foot or on 
freight trains, the safe smashers strike 
a town like lightning, get that for 


which they came, and disappear, shovt- 
ing to kill when this seems necessary 
in order to escape identification, arrest, 
or betrayal by a fellow crook. 

And their numbers do not decrease. 
Some are caught and sentenced each 
year, but incorrigibles are also let loose 
each year, and new disciples are many, 
for it is well known in the world from 
which the ranks of bank burglass are} 
filled that in this business a man of 
nerve will, for a time at least, be apt 
to live like a king. So they thrive and 
multiply. In the interests of civiliza- 
tion, as well as of pocketbooks, it is 
our work, well paid and pleasant, to do 
even as the burglars—thrive and mul- 
tiply, by an incessant urging upon 
banks of adequate Burglary insurance. 








WOFFORD ITS PRESIDENT. 





Former Executive of Nashville Com-| 
pany Becomes Head of Delaware 
Corporation. 





To take the presidency of the newly | 
formed Republic Indemnity Company of 
Wilmington, Del., which he was largely 
instrumental in organizing, Charles P. 
Wofford resigned the vice-presidency of 
the National Life & Accident Insurance 
Company of Nashville, Tenn., on Octo- 
ber 1. The new institution will write 
a monthly industrial business, and will 
maintain executive headquarters at Cin- 
cinnati. 





READY FOR BUSINESS. 





National Consolidated Casualty Com- 
pany of Little Rock, Ark., Fully 
Launched. 





Save for a few minor details the or- 
ganization of the National Consolidated 
Casualty Company, of Little Rock, Ark., 
has been completed and the institution 
should be writing business within a few | 
days. The officials of the company, | 
aside from President Thomas C. McRae 
are as here given: J. J. Kress, vice- 
president; L. W. Coy, Jr., secretary and 
B. P. Kidd, treasurer. 


UNITED SURETY WINS. 





Court Upholds Validity of Reinsurance 
Contract Entered Into With Munich 
of Germany. 








A sweeping victory was secured by 


the United Surety Company of Balti- | 
more, when the Maryland Supreme | 
Court upheld in every particular the | 


validity of the reinsurance contract en- | 
tered into by it with the Munich Rein- | 
surance Company of Germany. The Bal- | 
timore company claims $100,000 due it 
under the terms of the reinsurance 
agreement. 





Burglary Underwriting Field Demor- 
alized. 





Two companies—the American Bond- 
ing and the Empire State Surety—fol- 
lowed the example of the United Surety | 
and withdrew from the Burglary Under- | 
writers Association on Tuesday. A rate 
war locally and probably at other points 
now appears to be inevitable. 








All lines written by the Empire State | 
Surety Company, of New York, will be 
managed for it in Georgia by R. FE. 
Watson of Atlanta. 








BOND 
{ particularly qualifies me to 





serve vou. 


Philadciphia, Pa. 
yon PHONES 


| 207 Pennsylvania Bidg. 





THE HIGHEST AIM OF THF SPECIALIST 
BUSINESS OR PROFESSIONAL— IS TO EXCEL 


In itself, the very act of singling out a specific line of endeavor is proof of purpose. 
My earnest desire is to serve you intelligently when you require a SURETY 
Ten vears of constant endeavor for the best clientage in the United States 


GEORGE T. PARKER, 


SURETY BOND SPECIALIST 
203-227 Colorado Bidg. 
Washington, D.C. 
PHONE, MAIN 3491 
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The (jeneral Accident 


Assurance Corp. Ltd. 


FIRE and LIFE 


| C. H. BOYER, United States Industrial Department Manager | 





VERY form of Health and Accident Insurance issued by any other 
reputable Company, and many forms not issued by any other 
Company. 
Combination Health and Accident Policies, or Accident Separately. 
Weekly Payment Insurance conducted along the lines of Industrial 
Life Companies. 

Special Inducements offered to Business and Professional Men, 
Housewives and Domestics, and Miners. 

Railroad Installment provided for on the Pay Order Plan of Four, 
Six and Eleven Payments as desired. 


Men With Ginger Can Get The Most For It With The GENERAL 
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Have You a Connection With a 
Desirable Accident and Health Company? 


IF NOT, WHY NOT? 
THE GREAT EASTERN CASUALTY 
AND INDEMNITY COMPANY, 


290 BROADWAY, NEW YORE orry, 
Issues a line of contracts which give ADEQUATE PROTECTION and 
COMPLETE SATISFACTION to Policyholders, 
Write, if you are interested, to 


LOUIS H, FIBEL, President, 











5 
Assets - . ~ - * « $625,069 
Surplus and Capital - - - . 460,323 
Income 1908 - - - - 982,07% 


DISABILITY INSURANCE 

SICKNESS or ACCIDENT 

$1.00 Per Month to $100.00 Per Year. Exclusive Territory 
WRITE 


A. E. FORREST, Sec’y CHICAGO 











AN AGENCY CONTRACT 
—WITH— 


The Title Guaranty & Surety Company 
SCRANTON, PENNA. 


is a valuable asset to any insurance office 


CAPITAL AND SURPLUS OVER $1,250,000. 
L. A. WATRES, President JOS. A. SINN, Mer. Surety Dept. 


M. M. Townshend, Supt. of Agencies 
AGENTS WANTED IN UNCOVERED TERRITORY 











Agents Can Make Money Writing 


ACCIDENT 48° HEALTH INSURANCE 


INDUSTRIAL AND COMMERCIAL 


SECURITY CASUALTY CO. 


OF INDIANAPOLIS 


Apply to MYRON W. ROBINSON, State Agent 
ENGLEWOOD, N. J. or MILLS BLDG., N. Y. City 


I have an Al proposition for some good men in New Jersey 


LONDON GUARANTEE AND ACCIDENT CO., Ltd. 


OF LONDON, ENGLAND 
Head Office : F. J. Walters 














CHICAGO Resident Manager 
science 45-49 Cedar St. 
A. W. MASTERS New York 


Gen’l Manager - 
Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Mgrs., 
———-New Englan 
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EMPLOYES’ LIABILITY. 





[a the current suggestion for the dis- 
cussion of laws fixing the responsibility 
of employers to their employes, to be 
effected at an international industrial 
conference, it is remarked that mucn 
may be learned on that subject from 
the example and experience of Great 
Britain, where the system of employers’ 
liability has been generally adopted 
with excellent results. That is in a 
measure true, though we should doubt 
it the resuits have been universally 
satisfactory er if all that is to be ob- 
served in the British record is entirely 
lesirable for imitation or adoption in 
this country. It would, moreover, cer- 
tainly be an error to suppose, as some 
might be led to do by the suggestion 
which we have cited, that the principle 
of employers’ liability, under either 
general or special laws, was unknown 
in the United States. It has been adopt- 
ed here by the Federal Government aid 
by various States, the last State to put 
it into force being New Jersey, as our 
readers were reminded in our columns 
not many days ago; and there is reason 
io think, says the New York Tribune, 
that some of our laws on the subjeci 
are as equitable and efficient as those 
of any other country. 

What might be no less, if not, indee‘, 
actually more, profitable for consider- 
ation, particularly from the point of 
view which commends the British ex- 
ample, is the converse of the subject 
vhieh has been named. It is a signifi- 
cant circumstance that while there has 
been in recent years a general and 
probably, on the whole, a _ laudable 
movement toward increasing and more 
clearly defining the extent of employ- 

responsibility for the physical wel- 

w¢ their employes, there has coinci- 
iently been a movement, probably more 
marked in Great Britain than else- 
vhbere, to diminish, if not wholly to 
eliminate, the responsibility of etm- 
ployes for their employers’ welfare and 
n their accountability to the com- 
law. Thus in the act of Parlia- 
which annulled the famous Taif 
lecision the remarkable princip:e 

-stablished that labor unions 
itions were not to be held to ac- 
rr the acts of their members or 
and that no matter what pe- 

loss to others might result 
e acts in question the funds or 
of the unions could not be 4at- 
~{ for indemnity or penalty. That 
susly placed labor organizations in 
a class of their own, enjoying very im- 
portant immunities which were denied 
to all other corporations. And now in 
ling legisiation it is proposed to go 
-~p further and to exempt the real 
or other property of trade unions from 
the taxation which all other similar 
properties must bear. There have been 
some noteworthy proposals in a similar 
tion in this country, and there 
n to expect that more will 


as 
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The question of employes’ liability 1s 
therefore a pertinent one. It involves 
not only the exemption of labor organ- 
izations from or their subjection to the 
ligations and penalties which the law 
upon other corporations, but 
the accountability of the individual 
love for his administration of the 
rests which are committed to his 

sharge. It is a just and a salutary thing 
to make, as several States have lately 
“made, the hired drivers of motor cars 


ob 
lmposes 


’ 
aiso 





criminally responsible for certain mis- 
uses of their employers’ property. But 
that is exceptional. In the great ma- 
jority of cases an employer is pacticaily 
without remedy or recourse when his 
interests are betrayed or his business 
Or property damaged by the negligence 
er even the wilful malice of one of his 
employes. Two centuries ago Swift 
gave to the world the apt reminder 
that what is sauce for the goose is 
sauce for the gander, and the truth ex- 
pressed in that homely adage is directly 
pertinent to industrial and social] condi- 
tions at this present time. 





FAVOR GUARANTEE PLAN. 





Great Majority of Texas Banks Elect 
New Scheme—Thirty-Six Prefer 
Bonding Arrangement. 





Saturday was the last day under the 
law for State banks in Texas to avail 
themselves of the bank guaranty provi- 
sion. Of the 495 State banks now in op- 
eration, 459 selected the assessment plan 
and thirty-six the bonding plan. 

Only one, the Commercial Bank and 
Trust Company of Dallas, signified its 
intention of liquidating. Banks which 
shall have been in business for over a 
year previous to November 1, 1909, shall 
pay into the guaranty fund of the State 
an amount of one per cent. of the aver- 
age deposits in the year. This is to be 
increased by one-fourth of one per cent. 
each January 1 until the guarantee fund 
of the State shall reach $2,000,000, then 
the rate may be changed sufficient to 
maintain that amount. 

Banks not a year old on November 1, 
1909, shall pay in an amount equal to 
three per cent. of their average deposits. 

As the losses to the depositors in Na- 
tional banks in Texas in forty years has 
been less than one-eighth of one per 
cent. a year the guarantee required is 
considered ample for all probable ex1- 
gencies. The banks are required to set 
aside in each dividend period a sum 
equal to ten per cent. of the profits for 
that period to be added to the surplus of 
the bank. 





INDIANA AND OHIO LIVE STOCK 
MAKING FINE PROGRESS. 





The Indiana and Ohio Live Stock In- 
surance Company of Crawfordsville, 
Ind., has entered North Carolina and 
Florida, and will enter Oregon and Mon- 
tana in October. The proposition to in- 
crease the capital stock from $100,000 to 
$200,000 will be brought before the 
stockholders at a very early date, and 
with this increase the company will en- 
ter among other States Iowa and South 


Dakota. The September business of the 
company this year will show more than 
100 per cent. increase over the same 


month last year.—‘Rough Notes.” 





New Jersey Agency Appointments. 





Aetna Indemnity, George W. Beil, 
Orange; Ernest L. Abbott & Bro., Fort 
Lee. American Live Stock, W. S. Cram- 
iner, Cedar Run. Great Eastern Cas-| 
uaity, Charies Steinke, Ridgefield Park. | 
North American Accident, W. B. Hal-| 
sey, Westfield; Eugene Uffert, South) 
Orange; Edward E. Jordan, Thomas | 
Wright Hare, Rutherford. Travelers, | 
Tapscott Bros., Plainfield. Travelers} 
Indemnity, John W.Sage, Newark; Nor- | 
man W. Foster, Trenton. 
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Will buy or absorb the subscriptions to stock in 
a Casualty Insurance Company where for any reason 
the organizers desire to sell or abandon plans. What 
have you to offer?  Strictest confidence assured. 


BOX No. 17 


EASTERN UNDERWRITER 








BONDS—CASUALTY 
AGENTS 





Can command Bond 
or Casualty business 
Are seeking an 
Agency connection 
Are not representing . 
another like Company 





IF 
you 


Address AGENCY DEPARTMENT 


THE EMPIRE STATE SURETY COMPANY of NEW YORK 











THE FRANKFORT 
MARINE, ACCIDENT INSURANCE Co. 


AND PLATE GLASS of Frankfort-On-The-Main, Germany 
——ESTABLISHED 1865——— 
United States Department, 100 William Street, New York, N. Y. 


TRUSTEES: prc HARD DELAFIELD, Pres. of National Park Bank 
RNST THALMANN, of Ladenburg, Thalm: -— & Co. 

intents Fisa, 214 Broadway, how York 

C. H. FRANKLIN, U. 8S. Mer. and Attorney O. M. SMITH, Sec. 


INSURANCES TRANSACTED 


U. 8. Branch 


LIABILITY— Burglary 
Employers General Vessel Owners Workmen's Collective 
Public Landlords Contingent Individuai Accident & Health 
Teams Elevator Druggists & Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 














CUNNINGHAM & CO. 


1 LIBERTY ST. 

New York City 
GENERAL AGENTS 
Personal Accident and Health 
Department of 
The 


COLUMBIAN 
NATIONAL LIFE INS. CO. 


of Boston, [lass. 


The most up-to-date Accident and 
Health Policies issued 


Health Policies issued separately 


GP 


Ghé 






ACCMOINT NSU pays COMPANY 
of New York 
SUPERIOR POLICIES 


KIMBALL C. ATWOOD, President, 
290-292 Broadway, New York. 














THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


BEATE GE“ cient, POLICIES 


AND 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 5. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Soc. 
RELIABLE AND ENERGETIC AGENTS WANTED 




















ACCIDENT AND HEALTH INSURANCE 
Industrial and Commercial 
Salary and commission contracts for producers || 
in NEW JERSEY and PENNSYLVANIA || 
Capital fully paid $100,000.00 
THE SECURITY CASUALTY COMPANY 


OF INDIANAPOLIS 
Address E. O. BURGAN, Manager 








THE AXTNA INDEMNITY COMPANY 


OF HARTFORD, CONN. 
EXECUTES :—Surety Bonds, Contractors, ISSUES :—Burglary Insurance Policies 


n all 
pn noe J ire- Plate Glass Insurance Policies 








ments Personal Accident Policies 
Fidelity Bonds guarantee- 
ing the honesty em- and 


ployees in positions of 
public and private trust 


We have desirable territory for Agents and would be giad to correspond 
with business producers 


THE ETNA INDEMNITY COMPANY, 68 WILLIAM ST., NEW YORK 


Health Insurance Policies 

























JOHN B. MURPHY, 
RESIDENT VICE-PRESIDENT 


New York Office, 84 William Street. 


TELEPHONE 1770-71 JoHuN. 


THE EASTERN UNDERWRITER. 


_ UNITED SURETY COMPANY 


BALTIMORE,MD. 








October 7, 1909 








WANTED 


SALARIED FIELD MEN 


THE SECURITY LIFE INSURANCE COMPANY OF AMERICA 
W. 0. JOHNSON, President 
ROOKERY BLDG., CHICAGO, ILL. 


Would like to hear from men with clean records 
in Ohio, Tennessee, Missouri, Kansas and Illinois 


Address President’s Office 


J. B. SELLS, Assistant to President 














DESIRABLE TERRITORY 
AVAILABLE TO KEEN, 
ACTIVE, RELIABLE 
SOLICITORS 


LIBERAL COMMISSIONS 


THOROUGHLY 
UP-TO-DATE POLICIES 


CORRESPONDENCE 
DIRECT WITH THE COM- 
PANY SOLICITED 




















— £P0Si7 
qx DEPOSIT o 
= Ds 


The Great Western Life Insurance Co. 
KANSAS CITY, MISSOURI, U. S. A. 








. 


GEO. STEVENSON, JR., 


PRESIDENT 


JAMES GHAPPELLE, 


SECRETARY 


T, A. NORRIS, 


AGENCY SUPERINTENDENT 








ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Offers exceptional inducements to reliable and energetic 
men who are experienced in, or who would like to en- 
ter, the business of life insurance. 























— 


resistance.’’ 

















And _glowingly 

















IT’S OUR 
OPINION 








That if a man always does the best he can 
and is alive to the splendid opportunities 
that come his way, it is possible for him 
to reach success via the ‘“‘line of least 


Ft et Ut 


speak Usually a man is en- 


WE of the bright and rosy 


future that is waiting- 


if—all the mediocre _ telligence to reason that 
COULD adviee that is ever and he cannot ‘‘ get there’’ 
continously being forced without striving—and 


PR EACH on you is followed. striving 


To realize that when reading this, opportunity is 
literally staring you in the face. Here is a chance to 


accomplish the best there is in you with increased 
compensation and the only expense is a communi- 


cation oracallon W. E. A. WH EELER, President. 


UNION NATIONAL LIFE INSURANCE (0. 
Home Office. PENNA. BLDG., PHILA., PA. 
District Office, 605-06 FRICK BLDG., PITTSBURG, PA. 


dowed with a sufficient 
amount of ordinary in- 





EMPIRE LIFE INSURANCE COMPANY 


HOME OFFICE 


Peters Building 


ATLANTA, CA. 


A Strong Southern Legal Reserve Company, 
Operated Along Conservative Lines and Offering 
Exceptional Advantages for High Class Producers. 











BUT WE 
DON’T 
BELIEVE 
hard too IN 


IT 


STOCK SALESMEN 
WANTED 





One Million Dollar Casualty and Life 
Insurance Company. 

Biggest in the South. 

Home Office in Memphis. 

500 strong letters of Endorsement 
from Stockholders among leading 
Bankers, Manufacturers and Mer- 
chants. 

Write with references, present and 
past connection, to 


Great Southern Insurance Company 
Field Headquarters 
James Bldg., Chattanooga, Tenn. 
or 


Memphis Trust Bldg., Memphis, Tenn. 








BAY STATE MUTUAL 
LIFE INSURANCE CO. 


1033-41 Drexel Building 
PHILADELPHIA, PA. 


LIFE, HEALTH AND 


ACCIDENT INSURANCE 
WANTED: 


State and District Managers on a renewal 
contract that will Luild you up a large 
and profitable income. Address 


Agency Department 
1033-41 Drexel Building 
Philadelphia, Pa. 
































IT’S UP 


TO YOU 











* Scranton Life Insurance Co. 
wants a Strong Stock Mani to work 
out of the office on Home-OfficeLeads 


The Company has produced nine millions of paid-for business in eighteen months. 
This is an unusual opportunity for a man with character and ability, who can demonstrate 
his record as a high-class producer of large contracts, as the Company was organized by 
the potential men in twenty of the largest corporations in Pennsylvania, whose influences 


extend over several states. 











Address, with record and references: 


JEFFERSON WALLACE, Sup’t Agencies 


SCRANTON, PA. 














